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minutes and will be the last thing on a car to wear out 
—in fact, it cannot wear out, get out of order or rust. 


The chain used is steel, sherardized and electro- 
plated, and has a tensile strength of 465 pounds— 
three times as strong as a strap holder. 


The ADAMS AUTOMOBILE TOP HOLDER is an 
ornament to any car—it has no unsightly projecting 
arms or dangling straps. 


Adjustable every sixteenth of an inch and the lever- 
age is such that with a slight turn the chain can be 
drawn as tight as a cable or loosed instantly. This 
cannot be done with a strap holder because the holes 
in a strap cannot be set close enough together, hence 
in spite of a strap holder the top rattles. 


The ADAMS AUTOMOBILE TOP HOLDER has its Saddle 
and Hook lined with leather—they cannot mar or mark the 
bows of an automobile top. The holders are made with 5% and %4 
inch holes. All small cars take the 54 size and the large cars take 
the 34 inch. Black enamel finish. 


The ADAMS AUTOMOBILE TOP HOLDER meets with instant 
approval with every automobile owner as it is a practical, efficient 
and durable improvement. 


You Cannot Afford to Keep It Out of Stock 


Write us today for detailed information. 


ROCK ISLAND MANUFACTURING COMPANY 


Rock Island, Illinois 
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ADAMS AUTOMOBILE TOP HOLDER 


This is a device which the automobile owner will appreciate, for 
it absolutely eliminates any rattling of the automobile top. No 
other holder compares with the ADAMS in neatness, efficiency, ease 
of operation and durability. It can be installed on a car in two 
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ALPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS, 62 and 63. 
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We handle the largest variety of strictly high-grade warm- 
air heaters offered by any manufacturing or jobbing concern 
in the United States. 


Here are four of the different styles—there are seven 
others, in all the different sizes. 


We are manufacturers of the Nesbit All-Cast Heaters— 
Western Distributors for the Weir All-Steel Heaters. Larg- 
est distributors west of the Mississippi River of everything 
in furnace supplies. 


We furnish advertising for our dealers—Make estimates 
and quotations on request. 


Seis, Cone grat contre “HANDY” Pipe and Fittings 
“ROCK ISLAND” and 











Heater. REGISTERS Heater. 


Write tor catalogue and information blank. 








411-413 So. 10th St., Omaha, Nebraska 





Heaters That Make Friends For You 


weiean-stet “WALWORTH” reetesscrar- 


Gas and Soot ity, Single 


nee Warm-Air ce ae 


> STANDARD FURNACE & SUPPLY CO.§ 





Nesbit All -Cast Heater, 
1000 Series. Triangular 
revolving grate bars, easily 
removed. 








Try to be the 


“FRONT RANK” dealer 
—it pays! 


There are many good reasons for the success of 
this famous warm air furnace. But for the dealer 
the most important point is that there is a splen- 
did profit in every job—and the certainty that 
the customer will be satisfied. This makes the 
getting of the next job just that much easier— 
there are plenty of pleased friends of the 
FRONT RANK to boost for you. Ask 


us for a dealer’s proposition — and 


catalog. 





HAYNES-LANGENBERG MEG. CO. 


4045-57 Forest Park Boulevard, Saint Louis, Missouri 






































ESTABLISHED 1880 
Representative of 
The Stove Tin Hardware 
Heating and Ventilat- 
ing Interests 


PuBLISHED Every SATURDAY 





1 
Address all communications and 
remittances to 


DANIEL STERN 


Publisher and Proprietor 
910 South Michigan Avenue 
Chicago Illinois 


TERMS OF SUBSCRIPTION IN THE UNITED STATES AND ITs PossEssions (Invariably in Advance) ONE YEAR PosTAGE Paip $2.00 
FOREIGN COUNTRIES ONE YEAR PosTaGE Paip $4.00 CANADA ONE YEAR PosTAGE Parp $3.00 
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PRESIDENT Fayette R. Plumb of the American 
Hardware Manufacturers’ Association has started a 
movement which, if it is brought to a 


Eliminate ; i 

Slow and Successful conclusion—as it ought to be 
Irregular and as there is every reason to expect 
Sellers that it will be—is bound to result in 


from Stock. hetter methods of merchandising and 


better profits for everyone concerned—manufacturer, 
wholesaler and retailer—as well as in better service 
and satisfaction to the consumer. 

The movement has for its purpose that of eliminat- 
ing from the various lines of hardware such items as 
have proven by years of experience to be in very little 
demand. 

It has been necessary up to the present time for al- 
most every wholesaler and retailer of hardware who 
endeavors to supply every business want to carry such 
items in stock, with the natural result that his turn- 
over becomes materiaily less, from the simple fact 
that in such cases usually the buyer orders too much 
of the slow moving items. 

We note from one of the letters of a promirent 
wholesaler in regard to President Plumb’s suggestion 
the following paragraph which states the case in a 
very concise and clear manner: 

“Mr. Plumb’s point is well taken and shculd be 
given careful consideration and prompt action by the 
trade at large. The loss that results from carrying 
goods in stock that are slow and wregular sellers 1s 
beyond computation. The tendency is for a buyer to 
buy more of these goods than he actually needs or can 
use to advantage, and we believe this should be 
promptly and forcibly brought to the attention, not 
only of the manufacturers but of the trade at large. 
It is a burden to both and by cooperative action could 
be largely curtailed.” 

The same reasons that induced this wholesaler to 
make this statement apply in the case of the retailer, 
for one of his chief problems is that of increasing the 
turnover of his stock, and every slow and irregular 
seller that he carries for sale naturally exacts a re- 
tarding influence on his turnover. 

Another wholesaler says as follows: 

“Our experience has been that there are many items 
that are manufactured for which occasionally you will 
have a call, but the call is so seldom made that from 
a financial standpoint it is an absolute loss to try to 
supply the wants of the trade, and invariably such 
items can be replaced with standard stock material. 
It is absolute foolishness to try to supply every item 
which may be called for.” 
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In this paragraph the answer is given to one of the 
objections that may be raised against the suggestion of 
President Plumb’s—that some of these slow sellers 
are made for specific purposes and that substitutes 
from stock cannot be used successfully. As a matter 
of fact, in practically every instance some standard 
article can be found which will serve the purpose, and 
the sale of this standard article will naturally be 
larger and therefore tend to increase the turnover. 

It is, of course, necessary that all the links in the 
chain of distribution—manufacturer, wholesaler and 
retailer—cooperate fully and heartily with one another, 
in order to accomplish the object pointed out by Pres- 
ident Plumb, and we sincerely hope that such coopera- 
tion will be accomplished—to the end that conditions 
in the hardware trade may be materially improved 
for all concerned and that the consumer may be better 
served. 








For SEVERAL months we have published in each 
issue a list of “Foreign Trade Opportunities’ for 
manufacturers of hardware and kindred 

Pointing the ji 4¢s. In these lists information was 

Wate * nes 

New Trade. given in brief form as to the kind of 

merchandise desired by foreign buyers, 
how prices should be quoted, samples or catalogs sub- 
mitted, the country of the buyer and mode of ship- 
ment preferred. 

This is being done in cooperation with the Bureau 
of Foreign and Domestic Commerce, and we have 
upon a number of occasions been informed that 
through the publication of these lists, business con- 
nections have been established by American manu- 
facturers with concerns in foreign countries which 
bid fair to develop into regular profitable trade. 

Thus we have another demonstration of the service 
which AMERICAN ARTISAN AND HARDWARE REcORD 
renders to its subscribers and advertisers, and it is 
with considerable gratification that we point out this 
fact that wherever and whenever this publication is 
enabled to increase its usefulness, we have always 
done our utmost in that regard. 

The advertising section of this publication is a 
veritable compendium of progressive houses from 
whom supplies can be obtained in the various lines. 

And the fact that many of these have been regu- 
with us for many years—some 


lar advertisers 


almost since the first issue was published more than 
thirty-six years ago—is an indication of the useful- 
ness to both subscribers and advertisers of this depart- 
ment, for nowadays advertising contracts are based 
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upon actual, traceable results and not upon friend- 
ship or other sentimental reasons. 

The Market Reports which form a large portion of 
each issue are corrected carefully each week and con- 
tain the only comprehensive list of Western prices of 
hardware and metal items published. 

As another instance, we might mention the “Notes 
and Queries” Department, in which we publish for 
the information of our other subscribers as well as 
the particular person who made the inquiry, names 
and addresses of manufacturers from whom such 
apparatus or supplies as may be desired can be ob- 
tained, etc., thereby assisting the subscriber to supply 
his wants more quickly than would otherwise be 
possible and also putting the manufacturer in touch 
with a “live” prospect, thus performing a double 
service. 

\s a medium for securing reliable, prompt and 
useful information as to matters connected with hard 
ware and kindred lines—from the standpoint of buye 
that 


AND 


or seller—we_ believe there is no peer of 


AMERICAN ARTISAN 
this belief is confirmed by the pleasant letters of com- 


Harpware Rrecorp—and 


mendation that we receive almost in every mail. 








THERE ARE rwo schools of political economy which 
are diametrically opposed to each other, although both 
claim that the adoption of their doctrines 


Individualism will ultimately cause mankind to arrive 
Relic of 


. at the highest point of development. 
Barbarism. uM . 5 p | 


The first is the one which was found- 
ed early—before the dawn of civilization, when ‘every 
man was for himself, without any regard to whether 
his actions would affect his fellow men favorably or 
unfavorably. It was the “Help Yourself” creed to 
which many even in this day of ours yield allegiance— 
if not in words at any rate by their actions. 

Now, “Help Yourself” is not absolutely wrong in 
principle. In fact, the underlying principle of the 
actions of any man who wants to progress must be 
expressed by that term, for unless he does “help him- 
self and makes an intelligent and vigorous effort to 
improve his individual position or condition he will 
not get very far in life. 

But if he makes “Help Yourself” the sole motive 
force in his life he will fail to make the most of his 
opportunities, for he will lose the help of others with- 
out whose help he cannot reach the top. 

Take for instance, the mercantile conditions in any 
rural community today. Suppose that one of the 
retail dealers of that locality has all the knowledge 
that is required to conduct his own business success- 
fully and that he exercises his facilities and knowledge 
without regard to the other retailers in his town; be 
will grow—without question of doubt—to become the 
but he will fail to 





most prominent merchant there 
reach the goal which he might have gained if he had 
seen the wisdom of helping his fellow business men to 
conduct their enterprises along the same progressive 
lines, and thereby lifting the entire commercial tone 
of the community to a higher sphere. He would have 
helped them to make better profits, it is true, but at the 
same time he would also have gained a fair share of 
the business which now goes away from his town be- 
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cause the other dealers are not as progressive as he. 
In other words his individualism, his “Help Yourself 
Only” doctrine is a distinct source of loss to him. 
That kind of man is the one who objects to having 
the Government “interfere with his business” by reg- 
ulating competition. His is either so biased 
or so fore-shortened that he will not allow himself 


vision 


to see the advantage of having those who are in the 
same line of endeavor educated up to real efficiency. 
Ile says that “this is the age of the survival of the fit- 
test,” when as a matter of fact the doctrine of the 
survival of the fittest is a relic from the days of ab- 
solute barbarism. 

Happily, however, the number of such men is di- 
minishing, and their places in the business world are 
being taken rapidly by those whose ideas are ex- 
pressed in the “One for All, All for One” 
and whose efficient work is showing itself in the won- 
Thus 


slogan, 


derful progress that we find in all directions. 
we have, for example, the great national and _ state 
organizations of retailers, of manufacturers, of whole- 
salers, of traveling salesmen, of sheet metal con- 
tractors, of engineers, of physicians, of lawyers and 
of other professional and business men—all organized 
on the true principle that the ignorance or low stand- 
ard of ability in one man places the entire trade or 
profession under a handicap, and therefore it is best 
to educate that man up to the standard of efficiency 
that he can reach with such help. 

That is the ancient doctrine of altruism expressed 
in modern language, for those who are truly “pro- 
gressive’ do not believe in the false, barbarous doc- 
trine of the survival of the fittest. 








IN THe OLD DAYS of barter and trade there was 
not much need for bookkeeping, for the simple rea- 
son that there were no charge accounts. 


Credit and \4 one could “buy” anything unless he 
How to Keep h ; ; 


: ad its equivalent and s endered it < 
i ahaa: s equivalent and surrendered it at 


the time of delivery of the thing he 

“bought.” 
Today we do things differently. In comparatively 
few instances do we pay cash for what we *buy— 
and for this rea- 





speaking in broad sense, of course 
son we must have records of all sorts: some to tell 
us that Jones owes us for a keg of nails; others to 
remind us that we owe Smith for a dozen hammers; 
still others to make it possible for us to prove to 
Williams that we are “entitled to credit” if we want 
to buy something from him. 

As a matter of fact, no one is “entitled to credit.” 
Ile should be in position to prove his ability to pay 
and his honesty—and this applies to consumers as well 
as to those who buy to sell again. 

So we must have records to prove that we are able 
to pay and also that we have in the past discharged 
our indebtedness promptly. , 

This latter does not necessarily prove that we are 
inherently honest, and the wise credit man doesnt 
rely absolutely upon even the best and cleanest ap- 
pearing credit “statements.” He tries to ascertain 
something about our personal habits—whether or not 
we are extravagant in one way or ancther; whether 
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our conduct outside of business is such as to commend 
us as a “safe risk,” etc. 

Credit, like a looking glass, is beyond repair if 
once cracked by some action of ours that shows either 
a tendency toward straight dishonesty or a lack of 
appreciation of the necessity for keeping our prom- 
ises. 

Which is simply another way of saying that good 
character and good credit go together. 


Rarely, indeed, does the careless or the dishonest~ 


business man establish a record that will make it pos- 
sible for him to raise money when it is necessary for 
him to borrow. 








RANDOM NOTES AND SKETCHES. 
BY SIDNEY ARNOLD 





George Harms doesn’t care whether school keeps 
or not, for he is taking a well earned rest from his 
labors as Secretary of F. Meyer & Brother Company, 
Peoria, and President of the National Association of 
Sheet Metal Contractors, and is enjoying the tropical 
weather and the fine swimming at Palm Beach, Flor- 
ida. “This is the life; nothing to do but eat and sleep,” 
says George in a post card that I received from him 
this week. 


| am sorry to learn that the father of W. H. 
(“Pop”) Bennett, Long Beach, California, passed 
away at his home in Belvidere, Illinois. Mr. Bennett 
came to a ripe old age as he was in his 96th year. 


Evidently the Texas Hardware Jobbers haven't for- 
gotten the rules of old southern hospitality, for they 
are going to be out in full force from every city in the 
state to welcome and entertain those who will attend 
the great Conventions of the Southern Hardware Job- 
bers’ and the American Hardware Manufacturers’ As- 
sociations which are to meet April 17, 18, 19 and 20 
at Houston. 

* * * 

Thomas J. Usher and his “better half’? have just 
celebrated their 31st wedding anniversary, and neither 
of them are willing to admit that they feel one day 
older than the day when they stood up before the 
parson and took each other “for better or for worse.” 
In their case, they are glad to admit that it has been 
all on the sunny side. ' Incidental'y Tom says that he 
is going to sell more “Ruswin’” locks than ever this 
year. 

* oK * 

It was with regret that I heard of the death of Louis 
W. New, who passed away recently at his home in 
Baltimore, Maryland, after an illness of only a few 
days. Mr. New was a charter member of the famous 
“Old Guard” and had always been active in the af- 
fairs of this fine organization of Southern hardware 
salesmen. 

I was particularly impressed with a suggestion made 
by Harry M. Hart, Chicago, the retiring President of 
the American Society of Heating and Ventilating 
Engineers at the recent Annual Meeting of the So- 


ciety, so much so that I am going to pass on to those 
of my friends who are in the hardware business and 
who, therefore, of course read AMERICAN ARTISAN 
AND HARDWARE RECORD. 


Mr. Hart said that every applicant for membership 
in the Society should be asked why he wanted to 
join and also if he would be willing to contribute 
from his own knowledge for the good of all. 


In the past, I believe, we have been prone to em- 
phasize unduly the benefit to be derived from associa- 
tionship and not enough the duties taken on by be- 
coming members of a trade organization, and one of 
the reasons for the slow progress that has been shown 
in some hranches of business is in my opinion found 
in this neglect to point out the duty which every busi- 
ness man owes to those who are in his line. 

It isn’t all “get.” There must be some “giving” if 
we are to develop a truly cocperative spirit and 
thereby make conditions better for all. 

* Ok 

The dangers of extravagance are clearly apparent 
—yet many people cannot resist the temptation of 
spending more of their worldly goods than they should. 
Many of us, too, are prone to be wasteful in our use 
of time, one of our most valuable possessions. What 
conditions these vices bring about are forcibly pre- 
sented in these few sentences: 


Extravagance. 

Waste of time is the most extravagant and costly of all 
expenses. 

The passion of acquiring riches in order to support a 
vain expense, corrupts the purest soul. 

He that is extravagant will soon become poor, and pov- 
erty will enforce dependence, and invite corruption. 

Prodigality is the vice of a weak nature, as avarice is 
of a strong one—it comes of a weak craving for those bland- 
ishments of the world which are easily had for money. 

The man who builds, and lacks wherewith to pay, pro- 
vides a home from which to run away. 

* * * 


Your show window tells a story every day to the 
passing public. If that story is one that inclines them 
to buy, well and good. ‘If not, it is your own fault. 


“Jim,” otherwise James T. Powell, of New Britain, 
Connecticut, was in Nashville, Tennessee recently, and 
in company with one of the local hardware men and 
a confrere of Jim’s in the “Old Guard, had lunch 
at the “Hermitage,” the famous hostelry of that city. 

While “discussing a cold tea,” the Nashville hard- 
ware man recited the following ditty, which Jim liked 
so well that straightway he mailed to me: 

An Ode to the Old Hardware Trade. 
I had a sixpence—a jolly sixpence, 
I love a sixpence better than my life, 
I lent a penny of it, 
[ spent a penny of it, 
I carried fourpence of it home to my wife. 
May the pipe and the bow! never leave us, 
And our kind friends never deceive us, 
And happy is the maid that will greet us, 
As we go reeling, rolling home. 
Chorus. 
Reeling, rolling home, boys, 
Reeling, rolling home, boys, 
Happy is the maid that will greet us, 
As we go reeling, rolling home, boys. 
Second Verse. 
Same as first verse—only fourpence. 
Third Verse. 
Same as first verse—only twopence. 
Fourth Verse. 
Same as above—only No pence. 
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JAMES P. BROWN. 


‘es WHT SE Se 


There are those who say that accidents will happen 
in the best of families and that you can’t help that. 
Others put it in a way that some mysterious power 
predestines the lives of men, and that nothing ever 
“happens” in this world. 

se that as it may, the new President of the Illi- 
nois Retail Hardware Association might not be 
James P. Brown, the subject of this sketch, had there 
not traveled to the State of Oregon a young man by 
that name 27 years ago to visit relatives, for it was 
while stopping with them that he became so interested 
in the selling of screw drivers, nail pullers, tea pots 
and the other things that are usually kept in a retail 
hardware store, that he secured a position with one 
of the hardware dealers in 
the town where he was visit- 
ing, and he has stuck to the 
hardware game ever since. 

James P. Brown is a home 
product of Illinois, having 
been born August 5, 1866, in 
the little town of Butler, four 
miles west of the city of Hills- 
boro, where he is now located 
and has been living for the 
past 25 years. 

“Jimmie” went to school in 
3utler, graduating from the 
local high school and spend- 
ing a year at the State High 
School at Normal, after which 
he became a cadet at West 
Point Military Academy, our 
Nation’s training school for 
officers in the army. 

For some reason or other, 
however, he decided that mili- 
tary life was not suited to his 
temperament and after a 
year’s sojourn there he returned to Hillsboro, and be- 
came Deputy County Clerk of Montgomery County. 

In 1889, as mentioned in the foregoing, he went on 
a visit with relatives in Oregon and while there de- 
cided that the Retail Hardware business was to be 
his life’s work, so he secured a position in one of the 
local hardware stores, staying there until late in 1891 
when he returned to Hillsboro to take an active part 
in the management of the store which for many years 
had been operated by his father, George W. Brown, 
Jr. 

Three years later, James P. Brown and his brother 
Frank H. Brown purchased the business and have 
continued it in a very successful manner, still using 
the same firm name under which it is established by 





his father—‘George W. Brown, Jr.” 

Mr. Brown as one of the progressive retail hard- 
ware dealers of Illinois, has been active in the Illinois 
Retail Hardware Association ever since its inception 
in 1898, and has served on its official board and as 
an officer during the past five years—three years as 
a member of the Executive Committee, and since 1915 
as Vice-president of the Association. At the State 
Convention in Springfield, this week, his fellow mem- 
bers showed their appreciation of his excellent work 
by electing him to serve as their President for the next 
year, and there is little doubt that during his in- 
cumbency of the President’s office the Association will 
prosper and progress because he is the sort of a man 
who makes things go forward. 

President Brown, however, 
does not confine his interests 
to the hardware business, but 
is also active and very promi- 
nent in Masonic affairs, hav- 
ing “gone through” to the 
32nd degree in the York as 
well as the Scottish Rite and 
is also a Shriner. 

He is at the present time 
High Priest of the Chapter in 
his home town and is also 
serving as District Inspector 
for the Illinois Grand Chap- 
ter of the Royal Arch 
Masons. 

Mr. Brown was married 
in 1895, his wife’s maiden 
name being Miss Kitty Clot- 
felter, and they have two 
daughters, Misses Katherine 
and Patricia, the former be- 
ing a co-ed at the Northwest- 
ern University at Evanston, 
Illinois. 

President Brown has the faculty of making friends 
and—what is more to the point—of keeping them. He 
is quiet in appearance and demeanor, but his eyes tell 
you by their occasional snappy gleam that with all his 
quietness there is that within him which makes for 
ability to do things and to induce others to do things 
with him. 

He hasn’t forgotten the training he received from 
Uncle Sam at West Point, for in bearing he is erect 
and straight of shoulder, and he knows how to obey 
an order and how to give an order so that it will be 
obeyed—which is one of the most important char- 
acteristics in the make-up of a successful man if not 
the most necessary. 
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WILLIAM CLAUDE COLE. 


If any one should ask William Claude Cole, the new 
Vice-president of the Missouri Retail Hardware Asso- 
ciation, what in his opinion is the best preparation for 
a successful career in the hardware business, the 
answer would most likely be that the young man who 
contemplates entering such a line of work should 
take a thorough course in “business” at some good 
commercial school or institute and either at the same 
time or later on fill a position in a retail hardware 
store conducted on progressive principles. 

And Friend Cole would be justified in giving that 
sort of advice, for it would be based upon his own 
experience and training, which is probably the best 
criterion for a successful man to go by—and the 
word “successful” applies to 
Vice-president Cole, for he 
has built up a_ prosperous 
hardware business in his home 
town and has become one of 
the most prominent men in 
the Missouri Retail Hardware 
Association, as would natu- 
rally be inferred from the 
office to which he was elected 
at the recent Convention in 
St. Louis. 

It will also be noted that in 
his case the name of Claude 
has not been any handicap, 
although with his natural 
sagacity he has not been call- 
ing undue attention to this 
middle name of his, invari- 
ably signing himself “William 
C. Cole. 

William Claude, however, 
it is, and while possibly he 
might have adopted the some- 
what “affected” style of “W. 
Claude Cole,” if he had become a college man or “pro- 
fessor,” the fact is that few of his intimates know 
what the “C.” stands for, and they just call him 
“Bill.” 

“Bill” was born in Bethany, Harrison County, Mis- 
souri, and attended the grammar school of his home 
town. Later he became a student at the State Normal 
School at Stanberry, Missouri, and received diplomas 
both from the Teachers’ Training Course and from 
the Business Department. 

In December, 1892, he became associated with the 
retail hardware store of Murphy, Cole & Bain, in 
Bethany, the name of the firm being changed to John 
L. Cole & Son six months later. 

In 1897 another change was made, the new name 





being Cole & Pile and five years after that another 
partner was admitted, the name of the business then 
becoming Cole & Hamilton. 

Seven years ago the present style of firm name was 
adopted and it became the Cole Hardware Company, 
without, however, having the business incorporated. 

Mr. Cole, like every other truly progressive hard- 
ware dealer, appreciates the value of efficient organ- 
ization in his trade, and so he has for many years 
taken an active part in Association work, being iden- 
tified not only with the Missouri Retail Hardware 
Association, but also with the Western Retail Imple- 
ment, Vehicle and Hardware Association which com- 
prises dealers in these lines located in the states of 
Iowa, Nebraska, Missouri, 
Kansas and Arkansas. 

This latter body has been 
in organizing its 
smaller 


successful 
members 
“groups” or “clubs,” operat- 
ing usually with one or more 
counties as a unit, and Mr. 
Cole is President of “Good 
Will Hardware Club, Number 
67,” one of these groups, com- 
posed of the dealers in 
Gentry, Worth and Harrison 
Counties, W. A. Denny, New 
another progres- 
man, being 


into 


Hampton, 

‘sive hardware 
Secretary. 

At the recent Convention of 
the “Western” in Kansas 
City, Missouri, this Club won 
the banner which pre- 
sented to the local with, the 
largest proportionate attend- 


was 


ance, as it had 26 present of 
a membership of 2%. 

It takes a busy man to look after big things, and 
Mr. Cole, with all his own business affairs properly 
looked after, finds time to attend to public affairs also. 
He has been ap alderman for six year and is now in 
his tenth year as a member of the school board of 
Bethany, which shows that those who know him best 
realize his value to the community. In this connection, 
it is also worthy of note that he has been very active 
in the “Good Roads” movement and other proposi- 
tions that have to do with local improvements. 

As a member of the Bethany Commercial Club he 
finds other outlets for his “surplus” energy, and of, 
course, the local fraternal organizations would feel 
that there was something wrong with them if “Bill” 


Cole wasn’t a member. 
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UP TO THE MINUTE 
NEWS SIFTINGS 








The Chicago Stove and Range Company, Benton 
Harbor, Michigan, has been incorporated with $200,- 
000 capital, consisting of an authorized capital stock 
of $150,000 common and $50,000 preferred, of which 
$100,000 has been subscribed and paid in, in prop- 
erty, to manufacture stoves, warm air heaters and 
other heating appliances. The incorporators are J. 
E. Fitzgerald, Walter Widlar and H. A. Furber. 

The Brand Stove & Range Company is the name of 
a new company organized in Milwaukee, Wisconsin, 
to succeed to the business of the old established Brand 
Stove Company. They have secured eight acres on 
Adams Avenue, North Milwaukee; have just com- 
pleted a moulding room 7ox10oo feet, a factory build- 
ing 40x50 feet and are arranging to erect another 
structure 70 feet wide by 500 feet long. William F. 
Hyde is the manager of the new company. 





eo. 


NEW OFFICERS ARE CHOSEN FOR STOVE 
SALESMEN’S ASSOCIATION OF 
NEW YORK STATE. 


The Stove Salesmen’s Association of New York 
State have elected the following officers: 

President—J. M. Dowling. 

lirst Vice-president—G. Pratt. 

Second Vice-president—W. J. Maskiell. 

Third Vice-president—F. Gross. 

Secretary—D. F. Biersach. 

Treasurer—G. S. Russ. 

Sergeant-at-Arms—F. A. Feld. 

—_—__—_—_—__+-9+ 


PATENTS COMBINATION COOK STOVE. 





Egbert H. Castle, Quincy, Illinois, has obtained 
United States patent rights, under number 1,214,424, 
for a combination cook stove described in the follow- 
ing : 

O C) A combination 


Cc 1 C — { coal and gas cook 


stove, comprising a 
body, a fire box and 
1,214,424 / 





























an oven in_ said 
body; said fire box 
and oven being sep- 
arated by an inter- 
vening space in 
communication with 
the interior of the 
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oven, a chamber ar- 

8 ranged below and 

FF, in communication 

, a2 with said interven- 
& ¥ ing space, a gas 

sf burner in_ said 

N Zs. . 
al Y P chamber, and longi- 











tudinal conduits 
spaced apart on the 
underside of the 
bottom plate of the 


oven and formed in part by said plate and communicating at 
their inner ends with said chamber and having upstanding 
portions at their outer ends formed in part by the adjacent 
oven plate and communicating through apertures in said plate 
— the portion of the oven remote from the burner cham- 
er. 





HANDLING AND STORAGE COSTS GREAT 
FACTOR IN PROFITS ON STOVE PIPE 
AND ELBOWS. 





To the dealer in stove supplies, the expense of han- 
dling and storing the various articles is no insignificant 
item in his cost of doing business. Stove pipe, for in- 
stance, that must be shipped and stored in its finished 
form carries a high freight cost and occupies valuable 
store space. The difficulty in this instance is remedied 
by selling nested stove pipe, and the Security Nested 
Pipe which comes packed 25 joints in a crate is said 
to occupy but one-tenth the space otherwise required, 
and at the same time enables the dealer to meet every 
call of his trade. Security Nested Stove Pipe is made 
of 28-gauge blued steel, well oiled to prevent the 
possibility of rusting. By pulling the joints together 
and grooving or hammering down the seam, a tight, 
handsome-appearing run of pipe is said to be obtained 
without the aid of rivets. When a short joint is 
needed, a length of the pipe, the manufacturers state, 
can be cut without sacrificing either its strength or 
appearance. The Security Elbows are made of the 
same material, finished the same way, and are shipped 
12 elbows to a bundle, securely wired for convenient 
storing. Further particulars can be obtained from F. 
Meyer and Brother Company, 1313 South Adams 
Street, Peoria, Illinois. 





COMBINED COAL AND GAS~ RANGE 
PATENTED. 


Ransom W. Davenport, Detroit, Michigan, assignor 
to the Detroit Stove Works, Detroit, Michigan, has 
been granted United States patent rights, under num- 
ber 1,213,846, for a combined coal and gas range de- 
scribed in the following: 


In a stove, an oven, a gas burner extending longitudinally 
of said oven at the rear thereof and adjacent to the bottom, 














said burner having forwardly directed jet openings, a parti- 
tion or false bottom engageable with said oven above said 
burner forming a limited space between the same and the oven 
bottom, and a lighter tube for said burner mounted on said 
partition and removable therewith. 
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THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Retailer 








AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing west-= 
ern hardware and metal prices corrected weekly. 
You will find these on pages 56 to 61 inclusive. 








The Canton Hardware Company, Canton, Ohio, has 
increased its capital from $250,000 to $350,000. 

Otto Kiessling has purchased an interest in the 
Western Hardware Company at Milwaukee, manu- 
facturers of grinders, etc. 


o-o-o————— = 


OLD GUARD CONSTITUTION MAY BE 
CHANGED AS TO RULE FOR 
MEMBERSHIP. 








The following amendments to the Constitution of 
the “Old Guard” have been proposed and will be voted 
on at the Convention April 18th, at Houston, Texas, 
one of which is to be substituted for the present clause : 

“The membership shall consist of salesmen and trav- 
eling sales managers who have sold hardware and re- 
lated lines to the hardware jobbing trade in three or 
more of the Southern and Southwestern States for 
fifteen years or longer, and that the membership shall 
be limited to 100.” 

“The membership shall consist of salesmen and 
traveling salesmanagers who have sold hardware and 
related lines to the hardware jobbing trade in three 
or more of the Southern and Southwestern States for 
ten years or longer, and that the membership shall be 
limited to 100.” > 


——_—_—_—- —¢- @- —-—______ 


MICHIGAN RETAIL HARDWARE DEALERS 
WILL CONVENE AT DETROIT 
FEBRUARY 13 TO 16. 





The Twenty-third Annual Convention of the Mich- 
igan Retail Hardware Association will meet in De- 
troit, February 13 to 16 inclusive, and all signs point 


to this as the most successful Convention in the his- 
tory of the ‘Association. 

Among those who will make addresses are the fol- 
lowing : 


James S. Knox, on “Buying, Selling and Manage- 
ment.” Mr. Knox has made a big hit at the various 
State Hardware Conventions at which he has spoken 
this year. 

I. B. Moon, who “knows how” to build a successful 
retail business in a country town—from experience— 
will speak on “The Community’s Business.” 

National President Charles T. Woodward will be 
present, and as usual will have something of prac- 
tical value for the members. 

James W. Fisk, that bunch of live wires encased in 
a small body, will tell how to make credits pay and 
how to collect bad accounts while keeping the cus- 
tomer. 





GUENTHER HARDWARE COMPANY IS STILL 
DOING WHOLESALE BUSINESS. 


The following letter calls attention to the fact that 
the Guenther Hardware Company, Owensboro, Ken- 
tucky, is still engaged in the wholesale hardware busi- 
ness: 

To AMERICAN ARTISAN AND HARDWARE REcorD: 

By some method or other it seems that the informa- 
tion has been given out that our firm has discontinued 
the jobbing business. This is erroneous, wholly un- 
true and without foundation. We still have traveling 
representatives on the road, and are still doing a 
strictly jobbing business, therefore should be classed 
as a jobber. 

Kindly make the announcement in your paper that 
such is the case, and oblige. 

Yours respectfully, 
GUENTHER HARDWARE COMPANY. 
J. Ed Guenther, President. 
Owensboro, Ky., Jan. 31, 1917. 


a 7 


SPLENDID PROGRAM FOR CONVENTION OF 
OHIO RETAIL HARDWARE DEALERS. 


An elaborate program concerned with many phases 
of modern business practice has been prepared for the 
Annual Convention of Hardware Dealers of Ohio to 
be held in Dayton, Iebruary 20 to 23. Many retailers, 
manufacturers, jobbers and salesmen from Ohio and 
neighboring states will attend and an exhibit will be 
maintained. 

City Manager II. M. Waite and Welfare Director 
D. I. Garland will tell how business men can promote 
community welfare. O. N. Sams, former President 
of the Ohio Bankers’ Association, will discuss the 
l‘ederal Reserve Banking System and its effect on re- 
tail lines. J. A. Craig, Janesville, Wisconsin, will dis- 
cuss “Modern Merchandising” and Bevan Lawson, 
General Salesmanager of the AutoStrop Razor Com- 
pany, New York, will discuss the principles of sales 
manship and personal efficiency. 

A large manufacturing concern will entertain the 
visitors with dinner and a lecture and theater parties, 
auto rides and other forms of entertainment have been 
arranged for the men and their ladies. 

The Convention sessions proper will be given up 
largely to discussion of efficiency methods in retailing 
and it is anticipated that the attendance will be the 
largest and the sessions the most productive in the 
annals of the State Association. 


-~ea- 





It is necessary for a business man to take some 
chances, but it is necessary to use some judgment in 
taking them. Don’t take the attitude that business is 
a gamble. 
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CHANDLER & FARQUHAR COMPANY TO BE 
SPLIT INTO TWO SEPARATE 
ORGANIZATIONS. 


By agreement of the stockholders of the Chandler 
and Farquhar Company, Boston, on February Ist, it 
was decided to separate the Machinists Tool and Sup- 
ply Department and the Machine Tool Department, 
forming two separate organizations. This move was 
occasioned by the large growth of both branches of 
the Company, and by the desire of Charles S. Far- 
quhar to gradually retire from active participation in 
business. 

The Machinist Tool and Supply Department, 32-30 
Federal Street, will continue under the original name 
‘ and general management, Mr. Farquhar remaining as 
Treasurer, and F. Alexander Chandler and Walter A. 
Dow as Managing Directors. The Machine Tool De- 
partment, 419-435 Atlantic Avenue, will hereafter be 





known as the Lynd-Farquhar Company, with Mr. Far-, 


quhar assuming the positions of Treasurer and Finan- 
cial Manager, Robert J. Lynd as President and Gen- 
eral Manager, and Harold F. Furber as Secretary. 


eo 


ORGILL BROTHERS & COMPANY TO BUILD 
ADDITION TO PLANT. 





Arrangements are being completed for the erection 
of a four-story and basement building, measuring 150x 
176 feet, as an addition to the plant of Orgill Brothers 
and Company, hardware wholesalers, Memphis, Ten- 
nessee. The new structure will serve as a shipping sta- 
tion, warehouse and office building; will be of brick 
and cut stone, together with heavy mill construction ; 
and will be modern in every respect, with electric ele- 
vators and exceptional trackage facilities. It is ex- 
pected that the addition will be ready for occupancy 
in the summer, at which time the offices will be moved 
over and the present building used exclusively as a 


warehouse. 


COMING RETAIL HARDWARE CONVENTIONS. 





In the following is given a list of the coming An- 
nual Conventions of Retail Hardware Associations 
which have been announced, their places of meeting 
dates, and the names and addresses of the respective 


Secretaries : . 


Iowa Retail Hardware Association, DesMoines, February 
13, 14, 15, 16, 1917. A. R. Sale, Secretary, Mason City, Iowa. 

Kentucky Retail Hardware Association, Louisville, Ken- 
tucky, February 13, 14, 15, 1917. J. M. Stone, Secretary, 
Sturgis, Kentucky. 

Michigan Retail Hardware Association Convention, De- 
troit, February 13, 14, 15, 16, 1917. A:thur J. Scott, Secre- 
tary, Marine City, Michigan. 

North Dakota Retail Hardware Association, Fargo, Feb- 
ruary 14, 15, 16, 1917. C. N. Barnes, Secretary, Grand Forks, 
North Dakota. 

Minnesota Retail Hardware Association, St. Paul, Feb- 
ruary 20, 21, 22, 23, 1917. H. O. Roberts, Secretary, 1032 
Metropolitan Life Building, Minneapolis, Minnesota. 

The Ohio Hardware Association, Dayton, February 20, 
21, 22, 28, 1917. James B. Carson, Secretary, Dayton, Ohio. 

South Dakota Retail Hardware Association, Sioux Falls, 
February 27, 28, March 1, 2, 1917. H. C. Parker, Secretary, 
Murdo, South Dakota. 

Florida Retail Hardware Association, Tampa, Florida, 
May &. 9, 10, 1917. W. L. Harlan, Secretarv, Atlanta, Georgia. 

Alabama Retail Hardware Association, Montgomery, 
May 22, 23, 24, 1917. Walter Harlan, Secretary, Atlanta, 
Georgia. 

Georgia Retail Hardware Association, Macon, June 5, 6, 

, 1917. Walter Harlan, Secretary, Atlanta, Georgia. 


ALL-STEEL WOOD CHISEL ADAPTED FOR 
HEAVY WORK. 





To meet the demand for a prying and cutting chisel 
that c can be used for all classes of work, the Vaughan 
and Bushnell Manufacturing Company have 
brought out the All-Steel Wood Chisel, 
shown in the accompanying illustration. 
- This is described as a “rough and ready” 
efficiency tool for carpenters, electricians, 
tinsmiths, plumbers and for general use, 
being especially adapted for heavy work. 

In appearance it is neat and attractive, and 

the design and quality of the steel is said to 

be such that the chisel will not break or take 

a set. While regular wooden-handle chisels 

are liable to break because of their flexibility 
when prying off interior trim, the all-steel 
chisel is claimed to effectively withstand 
this usage. The temper cf the handles, the 
manufacturers state, permits the mechanic 
to use a hammer without any possibility of 
breaking or crystallizing the steel, a mallet 
not being required for the purpose. A good 
edge on the chisel is maintained despite se- 
vere work, because of the density of the 
steel, and the weight of the handles further 
insures quick cutting on heavy work. The 
tool is made of extra-refined steel, oil tem- 
pered, with polished finish blade and bevel 
and knurled handle, and is not intended to 
take the place of the wooden handle chisel, 
but to serve a separate field of uses. Six 
sizes are made, with cutting edges ranging 
from 14 to 1% inches, and All-Steel Wood 
ves Gouges of like construction are made in 
yen Coron tnree sizes, with cutting edges of 4%, %4 
and 1 inch. The manufacturers. emphasize the fact 
that they are prepared to give prompt deliveries on the 
chisels, as well as on hammers in all patterns, pliers, 
pincers, wrecking bars, wrenches, cold chisels, tin- 
smiths’ tools, etc. Every tool is warranted, and copies 
of the new catalog can be obtained by addressing the 
Vaughan and Bushnell Manufacturing Company, 2114 

Carroll Avenue, Chicago. 

ii 
OBITUARY. 
Herman L. Peterson. 

The members of the Chicago Retail Hardware As- 
sociation and a host of other friends will learn with re- 
gret of the death of Herman L. Peterson, a pioneer 
hardware retailer of Chicago. Mr. Peterson’s demise 
was due to pneumonia ; he was 68 years of age, having 
been engaged in the retail hardware business for 
about 40 years. Up till a few years ago his place of 
business was on the South Side and then was lo- 
cated at 5136 Broadway. 

He leaves a wife and two children, Elsie and Ray- 
mond, together with many friends in business and 
social circles, to mourn his death. The funeral took 
place from his late residence at 1229 Foster Avenue, 
on Wednesday, February 7th, with interment at Oak- 
wood Cemetery. 
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Nationally Advertised Trademarked Merchandise 
_ Protect Against Undue Advance in Prices 


By Witu1am T. Gorm ey of the Bullard and Gormley Company, Chicago 








In a recent public hearing before the Congressional 
Committee which has the Stephens-Ashurst Price 
Maintenance Bill under 
consideration, the _ state- 
ment was made that the use 
of trademarked brands of 
merchandise increases the 
cost of living. 

Of course, this statement 
came from those who are 
opposed to this measure 
which is designed to pro- 
hibit indiscriminate price 
cutting on nationally adver- 
tised, trademarked articles, such as is done by many 
of the large department stores for the sole purpose 
of creating a belief on the part of the consumer that 
all the merchandise they sell is priced on a similar 
basis. 

When it came to furnishing proof of the truth in 
their statement, they fell short, and I was interested in 
looking up a number of trademarked items which are 
advertised by manufacturers to consumers to be sold 
at specific retail prices. 





William T. Gormley. 


This is what I found: 

Out of forty manufacturers of trademarked goods, 
six have raised their prices to the consumers and thir- 
ty-four have not. Nine have raised their prices to the 
retailers and thirty-one have not. Among the latter 
were manufacturers of safety razors, sporting goods, 
spark plugs, talking machines, and other products in 
hardware and kindred lines. 

Considering this fact that the great majority of 
these manufacturers have maintained both their re- 
sale and their wholesale prices on their trademarked 
products while in practically every case manufacturers 
of unidentified or “private brand” merchandise have 
advanced their prices to the retailer to such an extent 
that the latter was absolutely forced to raise his selling 
price if he wanted to make any profit, it would seem 
to me that here we have one of the strongest argu- 
ments as to why the retail hardware dealer should 
feature and push, in every way possible, the sale of 
standardized, trademarked merchandise in his store. 

It stands to reason—in my opinion, at least—that 
the retail merchant who has established a business for 
the purpose of reaping fair profits year after year 
from his sales to the people in his community, will 
have a far better chance of growing and prospering if 
under changing conditions such as we have had dur- 
ing the past two years he can continue to offer the 
same reliable brands of merchandise at the same 
prices. 

The manufacturer who has established and made 
well known the trademark for his tools cannot afford 
to change the quality on these tools in order to main- 


tain the same rate of profit which he may have made 
when materials were lower and as has been shown in 
specific cases, he does not increase the wholesale price 
which he asks from the retailer nor the re-sale price 
which he advertises to the consumer. 

The manufacturer of an unidentified line of tools 
on the other hand, does not need to concern himself 
with scruples of that sort. If he is so. inclined, he can 
either raise the price of his product, as has been the 
case in thousands of instances during the past year, or 
he may lower the quality and continue to sell them 
under the same unknown trademark—unknown to the 
consumer—and this has also been done on numerous 
occasions. 

The following statement from one of the large man- 
ufacturers of a certain trademarked specialty really 
explains the whole matter in a very concise and clear 
manner : 

“Of course, you will understand that we, who sell 
at fixed prices, are in times like these at the disad- 
vantage of the freebooters who are able to handle the 
present merchandise shortage to their very great ben- 
efit by putting it up the backs of the retailer and the 
consumer, either through reduction of quality or in- 
crease in price, or both. 

“We believe, however, that a staple industry with 
small profit but with a firmly established trade is the 
safest thing in the long run, and we are quite willing 
to forego even our normal profits in times like these 
for the purpose of insuring permanency of the good 
will of the trade and the consumer.” 

That is one of the reasons why I am advising all 
of my friends in the hardware trade to do all they can 
to insure the passage of the Stephens-Ashurst Price 
Maintenance Pill during the present session of Con- 


OoTress 
gress. 


/ 
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Chicago, February 5, 1917. 
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WHAT COST FIGURES SHOW. 


Investigations show that it costs the average retail 
hardware dealer about 21 percent of his sales to do 
business. 

It costs the average dry goods man 24 percent of 
his sales to do business, the grocer about 18 percent, 
the jeweler about 27 percent, the druggist about 25 
percent, the boot and shoe dealer about 23 percent, 
and so on. 

These figures are averages and are valuable princi- 
pally for comparison. They should not be regarded 
as applicable to any particular store, but 1f your cost 
percentages are very much larger or smaller, it might 
be well to look into the situation carefully. 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 








SALES PRODUCING WINDOW DISPLAY OF 
TOOLS AND OTHER HARDWARE. 


It isn’t every window display of hardware that will 
draw a crowd, and especially does this apply to State 
Street, Chicago, for here the steady stream of “win- 
dow shoppers” are not in the habit of stopping to give 
more than a passing glance unless there is something 
of compelling interest in the arrangement. 


But the window display shown in the accompanying 
illustration evidently had this compelling power, for 
it is stated that in the short space of five minutes dur- 











to the front were vacuum bottles of different sizes 
and makes, carving and serving cutlery. A glass shelf 
to the right carried a big display of pocket knives, 
ranging from 25 cents to $10.00 in price. Behind this 
were carving, manicuring and scissors sets. A two- 
step shelf carried a display of cameras and amateur 
photographic supplies. 

Above this, on the background, a bracket shelf 
was used to good advantage to show nickel plated cas- 
seroles, coffee percolators, chafing dishes, etc. 

The window post at the right served to good pur- 


pose for a display of razor strops. The narrow back- 





Well Arranged Window Display of Tools, Cutlery, Cameras, Etc., Which Received Honorable Mention in AMERICAN ARTISAN 


and HARDWARE RECORD Window Display Competition. 


Arranged by Fred Kunter 


for the Bullard and Gormley Company, Chicago. 


ing the noon hour, not less than sixty-seven persons 
stopped to look and give close attention to the various 
articles displayed in one of the windows of the Bul- 
lard and Gormley Company, Chicago. Incidentally 
also, it is worthy of note that eight out of these 67 
entered the store in that time. The window display 
received Honorable Mention in AMERICAN ARTISAN 
AND HARDWARE Record Window Display Competi- 
tion. 


The floor and the background were covered with 
white muslin. To the left in the foreground was a 
carpenter's work bench beiow which various tools, 
such as tap and die sets, chisel assortments, augers 
and auger bit sets, tool grinders, etc., were grouped. 
On the side wall were saws, levels, breast drills, 
planes, hollow handle tool sets, etc., while on the back- 
ground to the left were several tool chests and tool 
cases. 

To the right in the foreground a number of dif- 
ferent styles of safety and other razors, together with 
other shaving supplies were arranged; in the center 


ground at the right carried groups of table silverware 
arranged on glass shelves supported by brackets. 

It is worthy of special note that every item in the 
entire window display was supplied with an incon-, 
spicuous price ticket, and larger cards and posters 
were used to good advantage in calling special atten- 
tion to some particular article. 

This effective window display was arranged by 
‘red Kunter for the Bullard and Gormley Company, 
Chicago. 
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DETAILS IMPORTANT IN WINDOW DISPLAYS. 





Special attention should be paid to details in win- 
dow decoration. One window decorator with a splen- 
did reputation owes his success largely to his care for 
details. Carelessness in detail in window decoration 
catches the eye and creates unfavorable comment. 
Take a daily whirl around your show windows with 
a critical eye—with a customer’s eye, if you please. 
Your window decorator will be more careful if you 
are watching your windows more carefully. 
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Illinois Retail Hardware Dealers 
Hold Successful Convention 











The Nineteenth Annual Convention of the Illinois 
Retail Hardware Association was held in Springfield 
February 7, 8 and g and proved to be one of the best 
planned and most efficient meetings in the history of 
the Association. Although the attendance left some- 
thing to be desired, those present made up by the in- 
terest they took in the many instructive discussions. 


About one hundred of the members arrived on 
Tuesday, February 6th and assembled in a “get-to- 
gether” meeting in the evening, at the opening of which 
Charles H. Robinson, Springfield, a Director in the 
Association, presided and extended a welcome on be- 
half of the Springfield Association of Commerce, 





R. L. Mason, 
Retiring President, 
illinois Retail Hardware Association. 


after which President R. L. Mason, Canton, occupied 
the chair. 

A fine musical program was rendered by the Temple 
30y Choir, a group of ten Springfield youngsters 
dressed in white sailor uniforms and led by Professor 
D. S. Wiley. Their selections of popular and patriotic 
songs were well rendered and received generous ap- 
plause ; a member of the Choir, Master Walter Binney, 
was especially notable for his two soprano solos. The 
closing musical number consisted of several Hawaiian 
songs with accompaniment on the Ukelele, the minia- 
ture guitar instrument typical of these Pacific Sea 
Islands. 

Short addresses were made by President Mason; 
M. L. Corey, Secretary of the National Retail Hard- 
ware Association; L. S. Soule, Chicago, and A. 
George Pedersen, Editor of AMERICAN ARTISAN AND 
Harpware REcorD. 


A very fine variety of apples was distributed and 
enjoyed during the moving picture exhibition which 
followed. 

Wednesday Forenoon Session. 

President Mason called the opening session to or- 
der promptly at ro A. M. Wednesday, and it is worthy 
of note that all the sessions were started sharp at the 
hour mentioned in the program during the entire Con- 
vention. 

After the invocation had been rendered by T. J. 
Matthews, Mount Vernon, Secretary Nish, Elgin, read 


his annual report, as follows: 
Annual Report of Secretary Leon D. Nish. 

Lhe many communications sent you throughout the year 
have kept you in close touch with the workings of the office 
of the Secretary. 

The National office of our Association has been in con- 
stant cooperation with your Secretary’s office, and very 
prompt in supplying the information you desired which we 
have turned over to them to answer. 

The records in our office show that more and more are 
the members using the Price and Service Bureau of the Na- 
tional office at Argos, Indiana. 

We are pleased to note, because of the agitation of the 
fact, that the retail hardware merchant has expressed a de- 
sire for better accounting systems, suited to the needs of busy 
retail hardware men. [Experts are busy planning for simple 
efficient systems for your use, and such a system will be 
submitted to you here today for those who desire to investi- 
gate. 

It has made the Secretary’s office happy to be able to 
give information on many subjects, or put our members in 
touch with one who could give the desired information. 

Do not be backward about sending in your queries, any 
subject—even if it sliould be “How Best to Cut Baby’s Teeth.” 
The Secretary would turn this over to the Assistant Secretary 
as a man of more recent experience. 

It is a gratifying trend of the time to note that the big 
farm papers are -taking up earnestly “Community Building” 
and cooperating and aiding the local business men in crystal- 
lizing the sentiment for home town trading and cooperation, 
and if during this year you are called upon to aid the plans 
of Community Building, I hope to hear that in every com- 
munity center the hardware men are on the front band 
wagons. 

Freight Audit Department. 

This has been a very important Department of our Asso- 
ciation, and our Traffic Manager, M. L. Hurd, has given in- 
telligent attention and study to all the intricate problems 
that have come up for solution for our members in this De- 
partment. 

In going through many of your freight bills, irregulari- 
ties have been noted, not only in errors of rates or computa- 
tion for which we could collect a refund, but in way of 
routing, method of crating, or not crating or incorrect listing 
to secure the best rate. On such irregularities you have been 
written a special letter, calling your attention to same, that 
you may have same corrected and that you may receive the 
best results in the matter of your freight shipments. 

There is one point, however, I wish to bring out right 
here. That is, that we always file a claim for error if the 
freight bill description might be construed to come under a 
lower rate than that figured, and it is up to the railroad to 
disprove, but it results in a great many contested claims, and 
many times our claims for you are rejected by railroads and 
canceled by us after due showing. But, necessarily, contested 
claims delay the final closing of your account, and we do not 
aim to send you the one-half collected from the railroads 
until all claims are either paid or rejected. 

I feel impelled to make this statement in justice to-you 
and the Traffic Department, because at times accounts remain 
open for months on account of contested claims. 

Many of vou may not be familiar with the fact that the 
office of the Association is located in a very substantial fire- 
proof building, occupying a room on the second floor, 22 by 
50 feet, and very well equipped to handle the work of the 








28 AMERICAN ARTISAN AND HARDWARE RECORD February to, 1917 


Association; the office force consists of six people, who are 
kept very busy throughout the year. 

Our Assistant Secretary, Robert Y. Wallace, has traveled 
thousands of miles and called on many of you in the interest 
of the Association, and the increased interest and the greater 
use made of the Association in its every department, signifies 
that you have appreciated the services of Mr. Wallace in his 
calls upon you. 

Illinois has a large area, as one soon discovers in going 
over it, but we hope for someone from the Secretary’s office 
to call on every member at least once in two or three years, 
carrying the glad tidings of good fellowship and cooperation. 

Our special representative, J. Hugh Weilepp, has called 
upon many of you, and his reports are very gratifying to the 
Association. 

The officers and members of the Board of Directors have 
consistently cooperated with the Secretary’s office in the 
upbuilding of the Association, and planning for the greatest 
good to the inembers from the Association activities. 

The Receipts by the Secretary are as follows, which 
have been turned over to the Treasurer: 


Total Receipts, $7,576.37. id 
Disbursements by Voucher, $7,535.76. 





Cash in hands of Treasurer, January 1, 1916. _ 403.69 
Turned over to Treasurer in 1916.......... 1,916.37 
$7,980.06 

sense VOCE GIAWR .6ssisincscscdenvsess 7,539.76 
ash on hand January 1, 1917.......... $444.30 





Leon D. Nish, 
Secretary, 
Iilinois Retail Hardware Association. 


Membership. 

Our membership is in the clearest condition of our his- 
tory, with a membership in good standing February 5, 1917, 
of 1335, only five owe for 1916 dues, and no doubt these will 
come in at this Convention. 

From January 1, 1916, to January 1, 1917, we lost by 
death and change of firm name, 13. By selling out, 72. By 
resignation, 8. By being dropped for non-payment of dues, 
non-response and mail returned, 18. Total change, 113. 

New members and reinstatements 344, or a net gain dur- 
ing 1916 of 231, and since January Ist, this year, we have 
received 60 new members and changes, with 29 dropped out, 
mostly account of sale of business or change of name, or a 
net gain of 31 since January first, this year, or a present stand- 
ing of 1,335. 

This has indeed been a record Association year, with a 
total membership in excess by 100 of the next largest Retail 
Hardware Association in the country, and this is very grati- 
fying because of the standing we have always had in the 
councils of the National Association, and at the present time 
one of our members, Charles T. Woodward, holds the hon- 
ored position of President of the National Retail Hardware 
Association. 

Our added membership brings added responsibility. 

With research work being planned by all the large Hard- 
ware Associations, we should not be laggard in the work, 
but this work requires finances to do it properly, and the 


Secretary would suggest that you give careful consideration 
of increasing the yearly dues to take care of these plans 
properly. 

With Minnesota, Wisconsin, Indiana, Iowa, Ohio and 
Michigan increasing their dues commensurate with their needs, 
Illinois at least should give careful consideration of plans for 
providing financial means to take care of holding the place 
Illinois should hold in the work, plans and endeavors of the 
several State Associations of Hardwaremen. 


President Mason read his annual address as 


follows: 
Annual Address of President R. L. Mason. 

As we come together in this our nineteenth annual con- 
vention, I cannot help but feel that the time is too short and 
the business before us of too much importance to permit 
more than a very few words in opening. Custom has decreed 
that a message is due about this time, but in the rapid evolu- 
tion of business and the demand for more action and less 
talk, custom’s decree will be overruled. 

Since last we met in convention many changes have taken 
place and in the memory of the oldest merchants never did 
they occur with more rapidity. The best posted buyers were 
kept constantly changing their records and in fact it has been 
almost an impossibility to make a quotation intelligently. 
Prices of all commodities have reached the highest point ever 
known, and wise, indeed, is he who can even estimate the 
finality. Just at this time our country is facing the greatest 
crisis in its history and what effect this will have on business 
cannot be determined, and it behooves us to watch our step. 

From the association standpoint, 1916 was a good year 
for us; an increase in membership of over 200, with prac- 
tically no members in arrears is a good record. All depart- 
ments of our Association’s activities are in splendid condition. 
Our own Insurance Department, the Hardware Underwriters, 
in four years’ time has become one of the strongest mutual 
companies, the inter-insurers plan being popular on account 
of its equitable features, and while originally established to 
furnish safe insurance for our own members, is now perform- 
ing this service for hardware dealers in 35 other States. The 
hardware dealer who is not carrying some of his insurance on 
store, stock or home in our Association is not being just to 
himself. 

The Traffic Department is very busy; it makes no noise 
but every day makes and saves money for our members. The 
service is not confined to handling of claims, collecting over- 
charges, etc., but assists our members in the matter of rout- 
ing, classification, mixed shipments, and other service which 
we are enabled to give on account of the extensive experi- 
ence of the manager of this department. Talk to Mr. Nish 
about this service during this meeting. 

Our own Charlie Woodward is giving almost his entire 
time to the work of the National Association, of which you 
are a member and our own State Association an important 
part. Support him in his work by giving all information you 
can to the national office. Anything of benefit to you will 
be of benefit to some other hardware man. Write to the Na- 
tional office. Answer their inquiries, show your appreciation 
by using the price and service bureau as an aid to our buying, 
and send them information that will assist some other hard- 
ware man to buy right. 

As this Convention opens the war clouds’ shadow is over 
this country. We stand nearer the danger line than at any 
time in the memory of any one here today. It is impossible 
to forecast the outcome, but we should remember this is our 
country, the best one on the globe, and there is due it the 
undivided support of its people. May God will that the bolt 
will not strike, but should it strike, may we without question 
stand by those who guide the destiny of our nation, irre- 
spective of political life or personal belief. 

With the close of this Convention my official connection 
with this Association ends. For seven years I have as a di- 
rector and officer given my time in helping you to make our 
Association one of mutual benefit. I appreciate the honor, 
but more than that the kindly and courteous treatment and the 
loyal support of my brother officers and the members. 
Through this concerted action we have been enabled to build 
up our Association, until today we lead all other State Asso- 
ciations in size and tangible results. In all the activities we 
have had our interests in view and that the work will be car- 
ried forward by the officers to be chosen here is assured you. 

Now in the deliberations of this Convention, the benefits 
you will receive will be commensurate with the interest you 
take. Don’t forget what you know is of benefit to your fel- 
low members—loosen up. 


The following committees were then announced: 

Sergeant-at-Arms—T. A. Brown, Sparta, and Mar- 
tin Engelhart, Chicago. 

Resolutions—Grant Porter, Chicago; P. T. Lam- 
pert, Kankakee; Otto Hagen, Chicago; J. I. Graham, 
Jacksonville ; T. A. Brown, Sparta. 
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Nominations—H. S. Daniels, Jerseyville; G. S. Mc- 
Curdy, Bloomington; E. L. Wald, Lake Villa; H. C. 
Hill, Fairview; A. J. Ross, Cambridge; E. M. Oliver, 
Chicago; John Alband, Streator; O. E. Yeager, Lin- 
coln; T. J. Matthews, Mount Vernon. 

Press—Robert Y. Wallace, Elgin, and E. Hoffer- 
kamp, Springfield. 

Location of 1918 Convention—Rudolph Strelitz, 
Peoria; Fred Schlitt, Springfield; M. Fahey, Decatur ; 
Charles Woizeski, Bloomington; Fred Ruhling, Chi- 
cago. 

Tellers—M. Frawley, LeRoy and Charles Bevis, 
Waltonville. 

Revision of By-laws—James P. Brown, Hillsboro; 
C. A. Evans, Vandalia; Charles H. Robinson, Spring- 
field. 

Auditing—John Stolzle, Murphysboro, and Roy 
Wilson, Decatur. 

Memorial—H. G. Cormick, Centralia, and Herman 
T. Gnadt, Chicago. 

Suggestions—-E. J. Holzgrafe, Havana, and A. C. 
Bilfeld, Trenton. 

James W. Fisk, Indianapolis, Manager of the Re- 
tailers’ Service Department of the Associated Adver- 
tising Clubs of the World, was then introduced by 
President Mason who complimented Mr. Fisk on the 
splendid way in which he had discussed important 
retail problems at St. Louis and Indianapolis during 
the recent State Conventions in these two cities, and 
Mr. Fisk certainly lived up to the high praise bestowed 
upon him, the audience taking a lively interest in what 
he said on “Making Credits Pay” and “The Art of 
Collecting.” 

Mr. Fisk’s remarks came particularly “close to 
home,” because many of the illustrations he used were 
drawn from his experience in the retail business in 
country communities and especially as manager of a 
chain of retail hardware stores in the Northwest. 

Among the many points emphasized by the speaker 
were these: 

(1) Too many retailers are lax in the granting of 
credits. 

(2) There is no daily report of the credit business 
done in many stores. 

(3) Lack of cooperation among retailers as re- 
gards to information on which to base the granting of 
credit. 

These three factors, said Mr. Fisk, result in an alto- 
gether too large proportion of “bad debts” on the 
average retailer’s books. 

Of the total amount of retail business done, an aver- 
age of 30 percent is on credit, of which only half is 
paid promptly; 15 percent is somewhat slow; I5 per- 
cent collected by personal calls; 10 percent by force 
and 10 percent never collected. 

The time to take care of credit is before it is 
granted, continued the speaker, and this can be done 
only through personal system of records and coopera- 
tion with other retailers. If the applicant for credit 
has a good record and credit is granted him, there 
should be a definite time set for payment and a specific 
limit of amount to be carried on the books. 

As regards to collections, Mr. Fisk emphasized the 
necessity for promptness on the part of the retailer in 
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sending statement and calling for payment. He 
pointed out the importance of the personal touch in 
the work of collecting, in order that the good cus- 
tomer might not be driven away, putting little faith in 
collection agencies which usually collect only the com- 
paratively easy accounts, and advising against the 
stereotyped collection letters. 

The safest and most profitable method, he said, was 
to proceed on the assumption that, of course, the cus- 
tomer intended to pay, indicating this, for instance, by 
mentioning some article which the store might be 
featuring at that time. 


Mr. Fisk then led the discussion for a while, citing 
instances of how retailers had handled certain credit 
problems. 


FE. L. Brundage, Attorney General of Illinois, was 
then introduced and in his address called attention to 
the need on the part of legislative bodies for a broader 
appreciation of the value of business organizations to 
the State and its citizens. The speaker whose home is 





Charles E. Arnold, 
Treasurer, 
Illinois Retail Hardware Association. 


in Chicago paid a high compliment to Herman E. 
Gnadt, one of the prominent members of the Associa- 
tion, who is an Alderman in the Chicago City Council, 
quoting from the recently published report of the 
Municipal Voters’ League on Mr. Gnadt, in which it 
was stated that he was finishing his first term with the 
best record of any alderman that had ever represented 
the 24th Ward. 
Wednesday Afternoon Session. 

The Wednesday afternoon session was called to 
order at 1:30 o’clock, and Mr. Fisk spoke again, his 
subject being “Cost of Doing Business,” in which he 
stated that the retailer who took the position that no 
personal effort to create business was necessary—that 
trade would come to him in sufficient volume to pay a 
fair profit on his investment, was on the way to re- 
tirement. The “Bottom of the Tunnel” retailer wait- 
ing for trade to come of its own accord is a thing of 
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bygone days. Among the outstanding points of Mr. 


Fisk’s remarks were the following: 

Costs should be figured on retail selling price, be- 
cause that is the only thing that can be counted. 

Costs depend on local and personal conditions. 

The only way to run a business successfully is to 
know all about that business. 

Actual net profits are the only test as to right or 
wrong methods. 

We must do business better. 

Let some one do some of the less important work. 

Selling is not the most important work for an 
owner or manager of a store: He must have his 
work so arranged that he can have a real survey at 
any time of any particular portion of his business. 

Departmentizing of stock—records that tell facts— 
will tend to speed up sales and net profits. 

Take employes into confidence. 

Watch the leaks and stop them. 

Records tell what to buy, in what quantity and 
_what the “mark-up” should be to pay a profit. 








Robert Y. Wallace, 
Assistant Secretary, 
IMinois Retail Hardware Association. 


The Question Box discussion which followed was 
participated in by many and a number of interesting 
problems were brought up, to some of which practical 
solutions were found. 

W. H. Bennett, Fire Marshal of Illinois, then gave 
an illustrated lecture on “Fire Preventives,” in which 
he called attention to the fact that out of the fourteen 
million dollars in fire losses in Illinois during 1916, 75 
percent could rightly be classed as preventable—due 
to carelessness or negligence. 

The speaker also mentioned the tendency which is 
growing steadily, that the man who by his carelessness 
or negligence causes fire to damage other people’s 


property should be held liable for the loss. 
Fire Insurance Meeting. 
At 4 o'clock the session was adjourned and the 


Annual Meeting of the Hardware Underwriters of 
Illinois was held. 


In the absence of Chairman Charles T. Woodward, 
Vice-chairman James E. Voorhees, Bushnell, presided, 
and the report of the Advisory Committee was read, 
as follows: 

Report of Advisory Committee. 
Your Advisory Committee takes great pleasure of report- 
ing on the condition of and the business done by the Hard- 
ware Underwriters for the year 1916. 

The amount of Insurance in force has increased from 
two million dollars at the last Convention to three million 
dollars in force at the present date. 

The Committee has kept in constant touch with the office 
and Manager, regular report of the condition of affairs being 
placed in the hands of each member of the Committee imme- 
diately after the closing of the books on the first day of each 
month. 

The following shows the Receipts and Disbursements for 
the year ending December 31, 1916, and the Assets and Lia- 
bilities on December 31, 1916: 

Total Receipts, $68,776.16. 

Total Disbursements, $33,284.14. 

Cash on hand December 31, 1916, $35,492.02. 








Assets. 
EN MI to yuh eur dione $35,492.02 
Gross expense and guaranteed deposits: 
Due from subscribers ......... $3,382.39 
Less re-insurance ........ $774.02 
Less administration ..... 676.48 1,450.50 
Net expense and guarantee fund due...... 1,931.89 
PANSEP SEA AREER. is sions bis Bis. HT eRe S.Bae 78.89 
Guarantee subscription .........0...0... 41,269.98 
$78,772.78 
Liabilities. 
Net E. & G. Deposits to Credit 
CTT Cees $27,707.42 
O55: FEANSUTANCE «...54 6660056 sos 774.02 
— — $26,933.40 


Surplus and reserve to credit of subscribers 10,490.51 


Guarantee subscriptions of subscribers.... 41,269.98 
faterest due subscribers: .......6.05 6.652 78.89 
$78,772.78 


Results. 

Savings to Subscribers have averaged from organization 
40 per cent of the Deposits (premiums). Insurance in force 
increased from $1,890,014.01 to $2,787,644.29. 

Full and complete Report filed in office of Superintendent 
of Insurance of Illinois, at Springfield, Illinois. 

The losses paid during the year amounted to $8,352.71. 

The causes of the fires run about as follows: 

29 percent causes unknown. 

29 percent from fires originating in another building than 

our loss. 

13 percent defective flues. 

9 percent defective electric wiring. 

& percent overheated furnaces. 

A percent electric flat irons. 

8 percent unknown, originating in lodge halls and club 

rooms. 

Of the above at least seventy percent were what you 
might call preventable fires with carelessness as the chief 
factor. 

The valuable work of the State Fire Marshal’s office 
should not be underestimated, and all our members should 
enlist themselves in the work of fire prevention. 

It is very gratifying indeed for the Advisory Committee 
to report the excellent progress of our Insurance Department, 
Hardware Underwriters. 

The percentage of Management Expense has consistently 
decreased as the amount of Insurance in force has increased, 
and a management expense of only 18 percent, leaves 82 
percent of the annual deposit (premium) for the payment 
of losses and savings to the policy holders. The fairness and 
equity of the plan of operation has appealed to many of our 
brother retailers in other lines, who have called upon our 
Manager for information as to its operation, and all who have 
so investigated have pronounced it the best codperative plan 
of pure mutual insurance. 

Your Committee would urge you who have not your 
limit in our own Insurance Department, Hardware Under- 
writers, leave your name with the Secretary or his assistants, 
with memorandum of your needs and when. 


The following were elected to succeed themselves 
on the Advisory Committee: Herman E. Gnadt, Chi- 
cago, and T. J. Matthews, Mount Vernon; the “hold- 
over” members being: Charles T. Woodward, Carlin 
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ville; James E. Voorhees, Bushnell, and William 


Bittel, Peoria. 
Thursday’s Session. 


At the Thursday forenoon session, J. S. Knox, 
Cleveland, spoke on “Buying, Selling and Manage- 
ment.” 

The great trouble, said Mr. Knox, is the tendency 
so many of us have to drifting and our lack of definite 
aim. 

We must study our problems, which, of course, 
means that we must recognize them first. By our 
study of these problems along logical lines we will 
always find a way of solving them—but then we must 
follow with energetic application of the solution. 

The speaker cited the case of Garver Brothers’ 
store at Strassburg, Ohio, a towns of 1,050 inhabi- 
tants, 20 miles from Canton, a much larger city. This 
business which was started from a small general store 
which not many years ago had annual sales of not 
over $10,000, distributed at retail in 1916 $460,000, 
showing that local or outside competition if prop- 
erly considered and conditions properly analyzed can 
not only be met but overcome. 

An Open Forum discussion followed which was led 
by Mr. Knox in a very efficient manner. 

In the afternoon, M. L. Corey, Secretary of the 
National Retail Hardware Association, spoke of the 
activities of the National body and called attention to 
the facilities for service which were extended by the 
Argos, Indiana, office to all members, theirs to be used 
without charge. 

The Committee on Change of By-laws made the 


following report: 
Changes in Constitution and By-Laws. 

Article [II.—Section 1. The officers shall consist of a 
President, a Vice-President, a Secretary and a Treasurer, 
and a Board of six Directors. 

Section 2. The President, Vice-President and Treasurer 
shall be elected by the membership of the Association for 
the term of one year each, and the President and Vice-presi- 
dent and Treasurer when so elected, shall become ex-officio 
members of the Board of Directors and the President shall 
be Chairman of the Board of Directors. 

Section 3. Two of the Board of six Directors shall be 
elected annually by ballot for a term of three years. 

Article VIII.—Section 1. The President, Vice-president 
and the Secretary shall by virtue of their office be delegates 
to the National Convention, and the balance of the Associa- 
tion’s quota of delegates shall be elected at the annual meet- 
ing of the Association, provided that a delegate shall be 
elected from each membership district except those districts 
in which are located the place of business of the President 
and Vice-president of the Association. ; 

The Convention was then divided into groups ac- 


cording to nature of communities, for the discussion 
of problems peculiar to the various kind of localities. 
Friday Closing Session. 

At 10 o'clock Friday forenoon the closing session 
was called to order, and reports of various committees 
were rendered. 

E. B. Moon, Chicago, spoke on “The Community's 
susiness,” citing instances showing the changing con- 
ditions and the necessity for a change in methods or 
new methods altogether in order to meet the new 
needs and wants created by the new conditions. 

A congratulatory telegram was sent to National 
President Woodward, whose birthday was on Thurs- 
day and who was in attendance at the New York- 
Pennsylvania Retail Hardware Convention in New 
York City as a representative of the National organ- 
ization. 


The following officers were chosen: 
President—James P. Brown, Hillsboro. 
Vice-president—Charles H. Robinson, Springfield. 
Treasurer—Charles E. Arnold, Evanston. 
Secretary—Leon D. Nish, Elgin. 

Directors—E. M. Oliver, Chicago, and H. O. Beatty, 
Clinton, in place of Charles Johnson, Peotia; John 
Schuberth, Chicago; A. E. Marcotte, Kankakee, and 
J. H. Vawter, Salem. 
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COST OF PRICE-CUTTING. 


Says Paul H. Nystrom, an expert in business eco- 
nomics: “If the consumer were only wise enough to 
limit his purchase to the goods that are cut in price 
for the purpose of drawing trade, and did not buy 
other goods on which a large profit was made, the 
price-cutting dealer would soon go out of business. 
The purpose of price-cutting would thus prove a 
failure. This predatory price-cutting causes the 
regular or non-price-cutting dealers of the community 
to throw out of their stores the articles on which the 
price has been cut, and finally the price-cutter quits 
handling the article, because it no longer has the 
power to draw trade and the consumer is then de- 
prived of all opportunity to procure it. In the long 
run the consumer not only gains nothing by predatory 
price-cutting but useless expenses are added which we 
must meet in one way or another.” 


—>-@-e 


IF YOU PAINT ANYTHING, HOW DO YOU 
DO IT? 


Some put paint on with a brush like grandfather 
used to do. The modern way is to blow it on “With 
Air.” 

All of our readers may not be acquainted with the 
fact that the most enterprising furniture manufactur- 
ers, practically all of the automobile people, and many 
other lines of industry, do not use the old fashioned 
hair brush in painting, but now use air. 

There is a guaranteed saving of 75 percent of labor 
cost, and better work is done. Among those who have 
solved, in a practical way, the problem of applying 
any kind of finishing or water-proofing material by 
air, the American Air Brush Company, 62 East Lake 
Street, Chicago, claim to have brought their “Blo- 
On” system to a very high degree of perfection. 

While the work of the “Blo-On’ system is much 
superior to any that can be done by hand it does not 
require the same skill. Being faced by the difficulty 
of securing “help” and realizing the need of utilizing 
every device for saving time, the “Blo-On” system 
appeals strongly to the enterprising tinsmith. 

This system not only does the work better and 
quicker, but is always ready. The hair brush is usually 
found stuck in a can of dried up paint, and full of 
dirt when wanted. The dealer who is equipped with 
a “Free Air” outfit, can with an investment of approx- 
imately $20.00 install a “Blo-On” system which will 
pay for itself from the first few jobs. Any kind of 
paint, or asphaltum can be applied by this system. 
Full directions are given for operation. This is a 
chance to get out of the old ox cart method. 
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Wisconsin Retail Hardware Convention 
Breaks Records of Former Successes 








The Twenty-first Annual Convention of the Wis- 
consin Retail Hardware Convention was held in Mil- 
waukee, February 7, 8 and 9, the sessions meeting in 
Juneau Hall of the Auditorium. 

A very handsome souvenir badge was provided for 
the members and guests. It was made of brass in an- 
tique finish. In the border of the bar in which the 
bearer’s name was shown on a card, the words “Wis- 
consin Retail Hardware Association were in embossed 
letters while the monogram of the National Retail 
Hardware Association was shown on the medallion 
suspended from the bar. 





J. B. Pierce, 
Retiring President, 
Wisconsin Retail Hardware Association. 


Wednesday Forenoon For Insurance Matters. 
On Wednesday morning the Annual Meetings of 


the Hardware Dealers’ Mutual Fire Insurance Com- 
pany and the Wisconsin Hardware Limited Mutual 
Liability Insurance Company were held, the sessions 
gradually merging into each other. Both meetings 
had a very good attendance and were presided over 
by President ©. P. Schlafer, Appleton, who got up 
from a sick bed to attend, and received a most hearty 
reception. President Schlafer told the convention 
that this was the first illness which had confined him 
to his bed during the past twenty years. 

Oscar J. Kloer, Chormeister of the Hardware 
Choral Society, sang a few songs at each of the ses- 
sions, after which the minutes of previous meetings 
were read. 

Mutual Fire Insurance Meeting. 
President Schlafer then read his Annual Address. 


This was followed by the Annual report of Secre- 
tary-Treasurer P. J. Jacobs, Stevens Point. 

At this session, L. M. Nash moved that a vote 
of thanks be extended to President Schlafer and Sec- 
retary Jacobs for their efficient work, and the motion 
was carried unanimously amid much applause. 

C. V. Mashek of the Kewaunee Hardware Com- 
pany, Kewaunee, took the occasion to thank Secretary 
Jacobs and the others for the prompt and fair settle- 
ment of his fire loss. 

After the report of the Auditing Committee had 
been rendered, the three directors whose terms ex- 
pired at this meeting—R. C. Murdock, E. H. Ramm 
and R. N. Burtis—were unanimously re-elected. 

An amendment to the Articles of Incorporation was 


made and adopted as follows: 
Amendment to Articles of Incorporation of Hardware Dealers’ 
Mutual Fire Insurance Company. 

Article 5 now reads: 

“This company is strictly mutual. Its sole object and 
purpose shall be to indemnify its members against actual loss 
and damage by fire or lightning to or upon the stocks of 
Retail Hardware Dealers, their Tools and Fixtures pertain- 
ing to such stocks of Hardware, and to or upon the building 
containing the same, and to or upon dwelling house when 
such dwelling is owned and occupied by the owner of such 
stock, tools and fixtures, also to or upon household goods.” 

To be amended to read as follows: 

“This company is strictly mutual. Its sole object and 
purpose shall be to indemnify its members against actual loss 
and damage by fire or lightning to or upon the stocks of 
retail hardware dealers, their tools and fixtures pertaining 
to such stocks of hardware, and to or upon the building con- 
taining the same, and to or upon dwelling house when such 
dwelling is owned and occupied by the owner of such stock, 
tools and fixtures, and to or upon household goods, also to 
or upon automobiles, wherever they may be, including loss 
by theft.” 

Liability Insurance Meeting. 
The Annual Address of President Schlafer was 


then read. 

P, J. Jacobs then made his Annual Report showing 
the prosperous condition of the company. 

The Auditing Committee then made its report, fol- 
lowing which R. C. Murdock, E. H. Ramm and R. 
N. Burtis, the three directors whose terms just ex- 
pired, were re-elected unanimously. 

The following amendment to the Articles of Incor- 
poration was then adopted: 


Amendment to Articles of Incorporation of Wisconsin Hardware 
Limited Mutual Liability Insurance Company. 

Article 1 now reads: 

“The business and purposes of such Corporation shall 
be to make and grant contracts of insurance against loss or 
damage by the sickness, bodily injury or death by accident 
of any person for which loss or damage the insured is liable: 
against loss or damage to the property of any person by acci- 


‘dent and personal injuries sustained in such loss or accident 


for which loss or damage the insured is liable; guarantee to, 
or assume for employers who are members of the Corpora- 
tion, the liability for compensation for indemnities incurred 
under any Workmen’s Compensation Law or Laws amenda- 
tory thereof or supplementary thereto, and to provide for the 
release of employers for liability incurred for compensations 
by the purchase of annuities or deposits guaranteeing to em- 
ployes or their dependents the compensation required to be 
paid under the law.” 

To be amended by adding the following: 

“Also against breakage of glass, located or in transit.” 
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After several matters pertaining to insurance had 


been discussed, the meeting adjourned. 
Wednesday Afternoon Session. 

Promptly at 2 o'clock Wednesday afternoon, the 
Convention of the Wisconsin Retail Hardware Asso- 
ciation was called to order by President J. B. Pierce, 
Brodhead, and it is worthy of note that every session 
during the entire Convention was started and ready 
for business at the hour announced in the program. 


Oscar J. Kloer, who sang at the insurance sessions 
in the morning, instituted congregational singing and 
led the great chorus, everyone being furnished with a 
printed list of the different songs. President Pierce 


then read his annual message. 
Annual Address of President J. B. Pierce. 

As President of this Association I welcome you to this 
our Twenty-first Annual Convention. Another milestone has 
been reached. We have now gained our majority. Little 
did our founders think what a promising youngster we would 
grow to be. Nearly twelve hundred of us are banded together 
to advance the interests of our chosen profession. 

That we have accomplished much, one only has to com- 
pare the average hardware store of today with that of twenty 
years ago. At that time, in the average country store, the 
goods were placed upon the shelves in their original pack- 
ages, or often left on the floor in the packing case in which 
they arrived from the market. Stoves were set up without 
blacking and no attempt was made at display. Today the 
country hardware stoves are among the most attractive of 
any line of business. They are fitted with large show win- 
dows in which are placed well arranged, seasonable displays, 
and with handsome wall and show cases filled with articles 
that attract the attention of every patron of the store. We 
have all learned the lesson that stoves well blackened and 
goods well displayed help sell themselves. 

The year just closed has been an eventful one. With- 
out doubt it was the most prosperous as well as the most 
perplexing we have passed through. At the National Con- 
vention held in Boston in June last year, the prophecy was 
made that the zenith in price had been reached, but later de- 
velopments have proved how little could be foreseen. Prices 
have advanced many times since then, and the jobber is still 
busy changing his price sheets on goods that have advanced 
in the new year. The war in Europes still rages, with the 
end no nearer in sight than a year ago. The whole world 
is in an abnormal condition and no one can predict the im- 
mediate future. 

The farmer has received heretofore unheard-of prices 
for his produce. The factories are months behind in filling 
their orders; the railroads have been unable to handle the 
business offered them; labor never before so well employed. 
Through it all the retailer has been at his wits’ end to know 
what to do. Every time he has deferred buying goods on 
account of the price, when he did have to have them he had 
to pay more. Salesmen are coming among you since the 
first of the year showing orders from dealers for goods in 
larger quantities than in previous years, urging you to get 
under cover, lest you would not be able to get the goods at 
all. Some day there will be an accounting and the careful 
buyer and the good collector will ge the one best prepared to 
meet those conditoins. 

Local Hardware Clubs. 

It has been my pleasure to help organize a local hardware 
club in our county during the past year, and our meetings 
have been both pleasant and profitable. In this automobile 
age it is an easy matter for dealers within a radius of 15 
or 20 miles to get together. Go home from this Convention 
with the determination that you will try this out and get bet- 
ter acquainted with your neighbor hardwareman. You will 
never regret it, for the coming season will have many per- 
plexing questions to solve. You need not waste any valuable 
time in this matter; in the winter months you can easily spare 
a day and during the summer and autumn you could hold an 
evening session. What is 20 miles with a “flivver” ? 

Accounting System. 

An investigation made by the National Retail Hardware 
Association disclosed the fact that over 5) per cent of the 
retail hardware dealers are not making much more than 
good interest on their investment. This investigation also 
showed that there has been an increase of approximately 20 
per cent in retail hardware business during the last two years. 
Only one conclusion can be drawn from this, and that is 
that hardware dealers could make more profit if they had 
a better check on their business. To be a successful retailer, 
he must be more than a storekeeper; he must know his busi- 
ness. Not merely how to sell goods, but he must know what 
his daily sales are; what it is costing him to do business; 
what his stock is worth and how often it turns; how much 
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money his customers owe him; the amount he owes his job- 
bers and what his profits are. With this in mind your Sec- 
retary and I called on Dean Reber of the Extension Division 
of the University of Wisconsin with a view of their depart- 
ment furnishing us with a man to assist the hardware dealer 
(who would make application for same) in perfecting his ac- 
counting system. We left there with the impression that 
within a short time such a man would be available. Many 
dealers made application for the service. 


After waiting some little time, Mr. Jacobs wrote them, 
asking when we were to expect our man, and was surprised 
to get the reply that no funds had been provided for any new 
work at this time. However, they were anxious to help us, 
and thought it would be but a short time until they would 
be in a position to do so. Dean Reber in November again 
verified this statement, and made us feel that at our next 
meeting we would be able to report results. 

Raising Our Dues. 

One year ago President Reinholt informed us that the 
day was not far distant when we would be compelled to raise 
our dues, as up to this time we had got along with the lowest 
dues of any State Association that had affiliated with the 
national organization. Our expense is now greater than our 
income, our little surplus is exhausted. Nothing stands still; 
we must either advance or go backward; the larger we grow 
to be, the more demands are made upon us. Your officers will 
not spend this money foolishly, but feel that there should 
be a fund on hand with which to protect our interests. 

Our National Delegates.. 

It cost a good round sum to send our delegates to the 

National Convention at Boston last year. Our National By- 





P. J. Jacobs, 
Secretary, 
Wisconsin Retail Hardware Association. 


laws call for one delegate for each 100 members. That 
means 12 representatives. I believe our business should be 
carried on with half of that number, and recommend that 
we cut our present representation in two, giving each mem- 
ber two votes, so that we would still be able to cast the same 
vote on any question before the Convention. 

One reason I suggest this is that our State Secretaries 
have an organization and hold their meetings after the na- 
tional meeting. They are the ones that continue in office and 
have the experience and ability to do things. As each Sec- 
retary is a delegate to the National Convention, the thoughts 
gained there are put into shape at their meeting arid worked 
out in our State Association work. 

Associate Members. 

For several years the exhibitors at our hardware show 
have complained that Associate Members have taken advan- 
tage of their privileges and solicited business from members 
while in the exhibition room, which seemed unfair to those 
who had bought space and had helped make the show a suc- 
cess. The older members of the Association remember well 
how much assistance the boys on the road were in getting 
our organization started. Many of our members’ first $2.00 
fee was sent in by one of them. It was with regret therefore 
that your officers at their summer meetings deemed it advisa- 
ble to recommend that associate members be dropped. 





Price and Service Bureau. 

Don’t forget that the National Price and Service Bureau 
is anxious to help you at all times. If you have a call for 
an article that you cannot obtain from your regular source 
of supply write them about it, and ten to one they can give 
you the desired information. 

In conclusion J want to thank you all for the hearty 
support you have given your officers during the past year. 
This thought will jiinger long in my memory. With this 
loyalty on your part and Mr. Jacobs as your Secretary, noth- 
ing can prevent us from maintaining our position in the front 
rank of Association work. 

Secretary P. J. Jacobs made his annual report, as 


follows: 
Report of Secretary P. J. Jacobs. 

A year ago it was announced that we had reached what 
we thought the zenith in our membership, but, nevertheless, 
76 new members have been added since then, giving us a 
membership now of 1146. Other states are making like prog- 
ress, and instead of occupying second place as we did hereto- 
fore, we have dropped to fourth. [Illinois leads, Minnesota 
comes second and Michigan third. We have never hoped to 
lead because of the vast amount of unsettled territory within 
the bounds of Wisconsin. 

Freight Audit Bureau. 

One hundred and eighty-eight of our members have sent 
in freight bills to be audited and three hundred eighty-five 
checks for overcharges have been passed on to our members. 
Hereafter members are requested to send their freight bills to 
the Secretary’s office for audit instead of direct to the Audit 
Bureau. This new arrangement, we hope, will give better 
service. 

Legislation. 

Little work was necessary for your Legislative Committee 
the past year, which was evidenced by report mailed you 
recently. The legislature is now in session, however, and be- 
fore it adjourns many measures inimical to our interests will 
be introduced. Your Commitee and Secretary will be glad 
to have notice of any measure that needs their attention. A 
copy of every bill introduced is received at the Secretary’s 
office, but at that, one might slip by unnoticed. Prominent 
among the bills already introduced is one providing com- 
pulsory health insurance. We may not get this at this ses- 
sion, but it is bound to come like compensation, and when it 
does, we will have to make the best of it. 

Necessity for Higher Retail Prices. 

We are right now in the midst of a period which re- 
quires the exercising of keen business judgment on the part 
of the individuals in order that business may be adjusted to 
the market conditions which have recently and will continue 
to undergo, in many cases, radical changes. 

It is a fact that many goods are now being sold at less 
than the cost of replacement, and I believe we could all 
profitably set aside a full week at the present time for the 
purpose of putting in force an entire revision in our retail 
prices. Not only should we do this at once, but we should 
plan to watch the market quotations in the trade journals and 
get information of advances promptly from every traveling 
man who calls upon us and be governed accordingly in fol- 
lowing the market. 

Advances are in the air and the consuming public, under- 
standing the conditions, is prepared to pay more for mer- 
chandise in the manufacture of which metals are used. Some- 
times a dealer does not like to raise his prices on what he 
figures may be a temporary advance in market values, but 
there appears to be little relief in sight from present condi- 
tions, and the quicker we arrange our selling prices so as to 
show a legitimate profit on present market values, the better 
will it be for both the retailer and the consumer. Let each 
of us right now make up his mind to make this revision of 
prices a special order of business immediately upon return 
from this Convention. 

Trade Papers. 

The trade papers have assisted in spreading interesting 
association news amongst the retailers and have made it much 
easier to interest the non-members. The National Bulletin 
has been a power for good in many ways and has developed 
until it has become almost invaluable to the retail hardware 
man who wishes to keep in touch with the details of the 
business in which he is engaged. We all ought to read the 
Bulletin religiously just as soon as it arrives, for suggestions 
are repeatedly contained therein that we.can take advantage 
of in our own business. 

Association Work. 

[ am convinced that the ultimate success of the retailer 
in this country depends upon education through association 
work. [very retailer should try to make himself a better 
man w¥ thereby raise higher the standard of habits on the 
part of all. 

In all lines of trade the business world is recognizing the 
importance and necessity of trade organizations, and honest 
competitive cooperation can only be brought about through 
association work. Healthy competition is the life of trade, 
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based upon the application of individual energy to your own 
business, a study of the vital principle which will seli more 
goods, the building up of a good will in your own individual 
business. A satisfied customer is the best asset that any busi- 
ness house can have. In association work you can study and 
discuss the methods and means which go to make a satisfied 
customer. 

Unhealthy competition is competition based upon a dis- 
regard of all good principles, the adoption of a wreck-and- 
ruin policy and of unfair and unbusinesslike methods. It 
follows, therefore, that if a study of principles leads to 
healthy competition, which can be brought about through 
association work, ‘unhealthy competition is bound to be 
eliminated in a large measure, and profit naturally follows. 

The present-day trade association is the outgrowth of an 
economic condition. It is a business necessity or it would 
not exist. The quick communication of thought, the rapid 
transmission of products from point to point has annihilated 
distance from the buyer’s standpoint and placed those who 
would supply his wants, so to speak, in the same business 
block. Ina very broad sense, what one competitor does must 
have its influence upon all the others. Despite the oft re- 
peated assertion to the contrary, no man is “running his busi- 
ness to suit himself.” 

Whether it is realized or not, every business is subject 
to the influences exerted by the character of the competition 
with which it must contend. No business can rise higher than 
the general business condition of the community from which 
it draws its trade or the condition of its own line in the com- 
munity. These factors all contribute to a situation which 
force those of a given line of trade to combine in a coopera- 
tive effort to eliminate the undesirable by education and to 
stimulate those features which promote the business interests 
of all concerned. 

The correspondence of the Secretary with members of 
the Association has been quite heavy, and there has been a 
very marked desire on the part of the members to cooperate 
with the officers. The latter have been exceedingly painstak- 
ing in their efforts to make the Wisconsin Association the 
best of its kind in the country, and they have extended to 
the Secretary at all times the assistance without which the 
record which was made during the past year would have been 
impossible. 

I want once more to thank the officers and members for 
the consideration which they have given me at all times for 
for their loyal assistance rendered whenever called upon. 


After the announcement of Convention Committees, 
J. S. Knox, Cleveland, introduced with a brief address 
the Open Forum discussion on “Buying, Selling and 


Management.” 
Thursday’s Sessions. 

The Thursday forenoon session was devoted to dis- 
cussions of problems in the Question Box. The mem- 
bers grouped themselves into three “classes” accord- 
ing to the size and nature of the community in which 
they are doing business, each “class” having a sep- 
arate room where matters were brought up and dis- 
cussed concerning the conduct of business in the par- 
ticular kind of city or town. 

The novel feature of dividing the Convention up in 
three different sections in three different meeting 
rooms made a big hit. One group comprised those 
that live in towns of 1,500 people and less, another 
comprised those from 1,500 to 4,000, while a third 
took those from 4,000 and over. The delegates were 
all very pleased with the arrangement, as the questions 
which interest those in large towns, do not necessarily 
interest those in smaller. The same idea will be fol- 
lowed out in the 1918 Convention. 

In the afternoon session E. B. Moon, Chicago, spoke 
on the “Community’s Business,” pointing out the im- 
portance for proper relations being maintained be- 
tween the retailers and those to whose wants and de- 
sires they cater. : 

This was followed by an address on the activities 
of the National Retail Hardware Association, deliv- 


ered by A. E. Towne, Argos, Indiana. 
Friday Closing Session. 
‘At 10 o’clock Friday forenoon President Pierce 


called the closing session to order and after a song 
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by the Hardware Choral Society reports were ren- 
dered by various committees. 
Herewith follows the report of the Suggestions 


Committee: 
Report of Suggestions Committee. 

We, your committee on suggestions, would recommend 
the following changes in our Constitution and By-Laws: 

Constitution. 

Article 2, Section 2 now reads: 

“All traveling men traveling in the state of Wisconsin 
selling hardware and kindred lines to retail merchants, are 
eligible to associate membership in the Association. The an- 
nual dues for such shall be $1.00 per annum payable in ad- 
vance, which pays for subscription to the National Hard- 
ware Bulletin and the Associate Membership badge.” 

This section to be eliminated entirely. 

Article 2, Section 3 now reads: 

“Any ex-hardware dealer so desiring may become an 
honorary member upon the same terms.” 

This section to be amended as follows: 

“Any ex-hardware dealer so desiring may continue his 
membership which will be classified as ‘Honorary’ by paying 
the dues prescribed for Honorary Members in the By-Laws.” 

Article 4, Section 5 now reads: 

“The President, ex-President, and Secretary-Treasurer 
shall by virtue of their office, be delegates to the National 
Convention, and the balance of the delegation shall be elected 
at the time the officers are elected, on the recommendation 
of the Nominating Committee.” 

This section to be amended by substituting “Vice-presi- 
dent” for “last ex-President.” 

By-Laws. 

Section 3, “Fees and Dues” now reads: 

“The fee for regular membership shall be two dollars, 
payable in advance, which fee shall cover all dues to the As- 
sociation for the current year, or to the next annual meeting, 
and a subscription to the National Bulletin. Each member 
or corporation shall annually pay two dollars as dues for the 
expenses of the Association, payable at the annual meeting.” 

This section to be amended by substituting “five dollars” 
wherever “two dollars” appears, and by the addition of the 
following clause: 

“Dues for Honorary Members shall be one dollar pay- 
able annually.” 

Section 6 now reads: 

“No honorary or associate members shall have a vote 
or hold any office in the Association.” 

This section to be amended by striking out the word 
“associate.” 

To reduce the cost of representation at the National Con- 
vention, would suggest that each delegate be given two votes 
and only half the number we are entitled to be elected. 

Respectfully submitted : 

A. O. Dalberg, J. O. Ziemann, O. H. Zahn, and O. W. 
Schuele, Committee. 


The Committee on Legislation made the following 


. report: 


Report of Committee on Legislation. 

Your Committee on Legislation begs to report as fol- 
lows: 

Welghts and Measures. 

A hearing to try and have the State Sealer of Weights 
and Measures modify his ruling on family scales was held 
in his office last summer. Chapter 1661, subsection 2, gives 
him the power to specify what kind of scales may be sold 
by any merchant. A slight modification was obtained, but as 
yet we are not permitted to sell all the scales that the mail 
order houses do. A bill has been drawn and will be intro- 
duced which will except scales known as the “family type” 
and intended for domestic use in homes. This bill will be 
vigorously opposed by the State Sealer of Weights and Meas- 
ures, but we feel that any law that diverts the purchasing of 
merchandise to mail order channels does us an injustice, and 
its revision should have our undivided support. 

Trading Stamps. 

That trading stamps are a nuisance and should be leg- 
islated out of use seems to be the universal opinion. The 
Retail Merchants’ Association of this state is back of a bill 
to eliminate trading stamps and has asked for our support, 
and when the time comes, to ask our representative in Mad- 
ison to vote for it. 

Liquid Stove Polish. 

The Wisconsin Fire Prevention Association had under 
consideration the introduction of a bill to prohibit the sale 
of liquid stove polish containing gasoline. In view of the 
strong opposition from this Association two years ago, they 
decided not to attempt it again. It is reported, however, that 
Assemblyman Donnelly has introduced the same bill again 
that he did two years ago. 


Any bill that has for its object the diverting of business 
to mail order channels should receive the attention of every 
member of this Association when called upon. 

Eight Hour Day. 

A bill known as Number 9A was introduced January 16th 
by Mr. Campbell and was referred to the Committee on 
Labor. This bill prohibits employers from requiring or per- 
—™ employes to work more than eight hours during any 

ay. 

This bill should not pass, but if it does, it should carry 
an amendment to exempt store clerks. Imagine having to 
open up at eight and close at five. This would be a hardship 
to those whom it was intended to benefit. 

Lien Law. 

We have been promised that no attempt will be made to 
change our present law, which should he greeted with ap- 
plause. After the fight we had two years ago to get what 
we now have, it is hoped that no one will see fit to try to 
change it. A meeting of contractors was held in one of the 
larger cities in the state recently with a view of making some 
changes, but after listening to a representative from the 
Lumber and Hardware Associations, they decided to drop the 
matter. 

Health Insurance. 

Our Governor has recommended that a committee be ap- 
pointed to investigate this subject and it is just possible that 
no law will be enacted at this session although it is in the 
air and sooner or later we will have to face it the same as we‘ 


have compensation. 
Regulating Sale of Flrearms and Ammunition. 
This subject is always the aim of a great many bills, but 
thus far we have been able to have them indefinitely post- 


poned. 
Suggestions For or Against Legislation. 


Members of this Association are urged to write the Sec- 
retary immediately regarding any bill that comes to their no- 
tice which has for its object anything detrimental to the 
Hardware Fraternity as a whole. 

Respectfully submitted: 

John T. Ruka, W. H. Davy, A. J. Olson and George M. 
Reeder, Committee. 


James W. Fisk, Indianapolis, then spoke on “The 
Cost of Doing Business,” which was followed by an 


interesting discussion. 
The Committee on Resolutions reported the follow- 


ing resolutions which were passed: 
Report of Resolutions Committee. 

Your Resolutions Committee offer for your consideration 
the following report: 

We favor the passage of the Stephens-Ashurst Bill, now 
before Congress, which provides for the establishment of 
fair and uniform retail prices on trademarked merchandise. 

In support of this measure we urge our members to write 
their congressmen to use their influence to secure passage of 
this bill. 

We favor One Cent Postage for Local and R. F. D. 
letters. 

We condemn as unjust the action of the Post Office De- 
partment in granting what is in effect a subsidy to mail order 
interests, allowing them to send their catalogs through the 
mails at approximately one-third the former cost, while placing 
the minimum weight just high enough to exclude practically 
all the regular retailers in the United States from the benefits 
of this rate. 

We favor the enactment of both State and National Hon- 
est Advertising Laws. d 

Owing to the unreliability of so many of the so-called 
“Syndicate Catalog” firms, we advise consultation with your 
State Secretary before entering into any contract with such 
enterprises. 

Whereas, certain promoters are endeavoring to induce re 
tailers to exchange their stores for shares of stock in so- 
called Chain Stores, enterprises which investigation discloses 
are highly speculative in character and have no sound finan- 
cial footing. 

And Whereas, The records of the last few years disclose 
that most of these enterprises terminate in bankruptcy, 

Therefore, Be it Resolved that we warn our members of 
the extreme hazard of such enterprises and advise against 
investing in them. 

Resolved, that we recognize the splendid value of the trade 
press and would urge that the members read the different 
journals, thereby keeping in touch with the markets and being 
hetter posted upon values and new goods being advertised. 

We especially urge our members to make more general use 
of the Price & Service Bureau. 

Resolved, that we commend the action of all those farm 
papers which are conducting educational campaigns to en- 
courage home trading, and that we cooperate with them in 
extending the Community Development Idea. 
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Whereas, the city press has during the past year made 
bitter and sensational attacks upon the small merchant, nam- 
ing him as the cause of the present abnormal price conditions, 
accusing him of extottion and law-breaking, encouraging the 
boycotting of the retailer and suggesting schemes for his 
elimination, 

Therefore be it Resolved: That we condemn these at- 
tacks, because they are unjust and unwarranted by any facts 
in the case, because they create a senseless prejudice against 
the retailer which works great harm to his business, and 
because it renders practically valueless any advertising done 
in such papers for the purpose of sending trade to his store. 

Resolved, that we favor any legislation that has for its 
object the elimination of the so-called trading stamps or other 
premiums, which experience has proved are detrimental to the 
best interests of the retail dealer. 

Resolved, that we tender a vote of thanks to the Jobbers 
& Manufacturers for their cooperation and for the many 
courtesies extended to this Convention and its members dur- 
ing our stay in this city. 

Resolved, that a vote of thanks be extended to the ex- 
hibitors who have been so instrumental in making this our 
Twenty-first Annual Convention a success. 

Resolved, that we commend the work of the officers of the 
National Retail Hardware Association in their efforts in bet- 
tering the conditions in the retail trade and respectfully ask 
our members fof their hearty support of these officers. 

Resolved, That the outgoing officers of our Association be 
highly commended for the very efficient work they have done 
during the past year in advancing the best interests of our 
members. 

Resolved, That the express companiés be and are hereby 
requested to show on their receipts the shipper’s name and 
address. 

And finally let us resolve to try and be better merchants 
during the coming year; to keep better assorted stocks; to 
carefully study costs and expenses; charge a fair and just 
profit; do a proper amount of attractive and up-to-date adver- 
tising; be active and insistent in our collections and prompt 
in our payments, taking advantage of cash discounts; keep 
our show windows clean and the displays changed frequently, 
likewise the show cases and shelving, for we believe that the 
selling of hardware is one of the highest forms of modern 
merchandising and that it is deserving of a neat, attractive 
and impressive setting; encourage efficiency among our sales 
people; take an active part in the advancement of our com- 
munity, city or town, and we predict that more money will be 
spent in our stores and that at our next Convention the dis- 
play of evidence of wealth and prosperity by our members 
will be very apparent. 


The election of officers resulted as follows: 

President—I‘red Griebenow, Owen. 

Vice-President—B. L. Walter, Green Bay. 

Secretary-Treasurer—P. J. Jacobs, Stevens Point. 

Executive Committee—A. C. Mason, Chippewa 
Falls, 2 years L. C. Peck, Berlin, 2 years; A. J. Strang, 
Richland Center, 1 year; Edward J. Kraus, Milwau- 
kee, I year. 

Delegates to National Convention were chosen as 
follows: Fred Griebenow, Owen; B. L. Walter, 
Green Bay; P. J. Jacobs, Stevens Point; P. M. Elling- 
son, Egerton; E. B. Baldwin, Sparta, and O. P. 
Schlafer, Appleton. 

Conventionalities. 

Every one was loud in his praise for Secretary P. J. 
Jacobs for the excellent manner in which all the plans 
and arrangements for the Convention were carried 
out. In all Wisconsin there is not a hardwareman 
who doesn’t swear by him, and he is recognized as one 
of the most efficient Secretaries in the National or- 
ganization. 

The Milwaukee Corrugating Company occupied the 
most prominent position in the center of the arena 
and had a very effective booth constructed from dif- 
ferent kinds of their sheet metal products, and the 
booth was roofed with the new metal shingle which 
the Milwaukee Corrugating Company are arranging 
to place on the market. This has been’ named the 
‘American Tile Roof in honor of the American Steel 
and Wire Company which recently placed an order 


for 3,000 squares to roof the group of buildings which 
the Company has just built at Gary, Indiana. Every- 
body felt at home and was made most welcome, and 
the entertaining of this company was conducted by 
Louis Kuehn, A. J. Luedke, E. H. Jones, J. H. McVay, 
C. William, J. M. Smith, R. C. Scheder, Thomas 
Evans and James Smith. 

The Champion Stove Company of Cleveland, Ohio, 
had an attractive exhibit which was in charge of A. b. 
du Pont, the new president of the company, who was 
assisted by C. J. Stratton and W. Robinson, and they 
were busy showing the merits of their combination 
gas and coal ranges. 

The main arena of the Auditorium was so com- 
pletely filled with exhibits that Kilbourn Hall was 
pressed into service to take care of the overflow. 

The “Gilt Edge” Line of heaters were exhibited by 
R. J. Schwab & Sons Company of Milwaukee who 
were busy entertaining their many friends. Henry 
Schwab, George E. Murphy and Frank E. Wherry 
acted as hosts. 

As usual the Quick Meal Stoves were a prominent 
feature of the exhibit and their Mr. A. M. Rawlings 
had a continuous stream of visitors to whom he ex- 
tolled the merits of their new electrical range. 

The Rock Island Register Company had a promi- 
nent location in Kilbourn Hall and their Mr. Will 
Harms was explaining their new line of all-steel reg- 
isters with lattice design. They also showed a full 
line of their cast side wall registers of scroll design. 

EK. B. Martin and R. K. Clark of the George M. 
Clark & Company, Chicago, showed the line of Jewel 
Oil and Gas Cooking Stoves. 

D. M. Dowd, Salesmanager of the Gem City Stove 
Company, Dayton, Ohio, came from the home office 
to assist A. D. Meyer in showing their new All-Cast 
Clermont Warm Air Heater. 

Dirk Meyer, Ed Harms and J. Mattison looked 
after the interests of the Meyer Furnace Company, 
Peoria, Illinois. They had one of their Weir steel 
plate furnaces with the radiator cut away, showing the 
interior construction. This exhibit is also utilized by 
the F. Meyer & Brother Company, showing a line of 
their Handy Double furnace pipe and fitting. 

L. K. Wynn, Black Silk Stove Polish Works, Ster- 
ling, Illinois, was an interested visitor to the Exhibi- 
tion and Convention and greeted his many friends. 

Louis Swane was presenting to his numerous Wis- 
consin friends, a handy Morocco bound memorandum 
book which reminded his friends that Louis lived in 
Neenah, Wisconsin, and that he represented the Jewel 
line of stoves. 

Vaughan & Bushnell Manufacturing Company, Chi- 
cago, showed a complete line of their tools and hard- 
ware specialties, the wares being attractively displayed 
on a plush monogram of “V. & B”; the exhibit was 
in charge of Gus Ruhling. 

Clark K. Woodburn, who has become a permanent 
fixture at Wisconsin Retail Hardware Conventions, 
presented his many friends with an attractive match 
box. 

The Engman-Matthews Company, South Bend, In 
diana, showed their Range Eternal, their well known 
malleable iron range, and also the Banner gas ranges 
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which they recently purchased from Baxter Stove 
Company. Their exhibit was in charge of Harry Eng- 
man, Jr., and Lester Spidel. 

The AutoStrop Razor Company, New York City, 
decorated all the delegates and friends with tags, bear- 
ing numbers, and it was a treat to watch the delegates 
matching the numbers as the Company awarded two 
AutoStrop razors for every pair of tags you could 
match up; their interests was looked after by H. H. 
Henoch and Phil Henoch. 

H. R. Snyder, special representative of the Penin- 
sular Stove Company, attended the Convention; he 
was assisted by L. A. Dayton, H. N. Hupfer and C. 


J. Beilfuss. 


L. D. Ray, Ray-Wharton Hardware Company, 
Rockford, Illinois, was a visitor at the Convention and 
he was warmly welcomed wherever he went. 





MOUNTAIN STATES HARDWARE DEALERS 
HOLD ANNUAL CONVENTION. 





The Fifteenth Annual Convention of the Mountain 
States Hardware and Implement Association was re- 
cently held at Denver, Colorado. The sessions met at 
the Adams Hotel, in the headquarters of the H. I. P. 
Club, an auxiliary formed by the traveling men of the 
trade after the 1916 convention. 

Invocation was given by Reverend I*. E. Holloway, 
Denver, after which music was furnished by the H. 
I. P. Quartet. Address of welcome was made by 
President Brake of the H. I. P. Club and responded 
to by Ex-president Theodore M. Harding. 

President Unfug then read his address and was fol- 
lowed by Secretary Jenkins, whose report showed the 
Association to be in a flourishing condition, both in re- 
gard to membership and to finances, there being on 
hand a cash balance at the opening of the Convention 
of $605.33. Mr. Jenkins told of the work that has been 
done during the year by his seventeen year old son, 
Caden Jenkins, who has acted as Secretary since July, 
1916, and has published monthly, in the interest of the 
Association, a little pamphlet called the “Humdinger,” 
which has been sent to about 750 members and _ pros- 
pective members. 

He told of the activity of the H. I. P. Club during 
the latter part of the year and of the splendid enter- 
tainment they had arranged for this Convention, of 
the conferences that had been held with the larger 
implement houses of Denver, with the result that they 
had again become interested in the Association. 

Following the reading of reports, Committees were 
appointed, after which George EF. Fritz, Black Hawk, 
discussed “The Evil of Too Much Credit,” relating 
many instances that had occurred in connection with 
his own business life, and his address was followed 
by a lively discussion upon the various phases of 
credits. 

E. W. Downey, Ordway, gave an interesting talk 
on “Advertising as Done in My Store.” Mr. Downey 
conducts a variety store, and his address was listened 
to with attention and shown much consideration. 

J. H. Linder, Golden, discussed “My Competitors,” 
after which A. L. Branson, Trinidad, former President 
of the Association, spoke on “Are We as Hardware 


Men Community Builders?’ Having served as Presi- 
dent of the Chamber of Commerce in his home town 
for many years, Mr. Branson put a great deal of en- 
ergy in his talk and urged the members of the Asso- 
ciation to not only become members of their commer- 
cial clubs, but to insist upon becoming dominant fac- 
tors in all matters tending towards community build- 
ing, impressing upon the members that a community 
was no different, no better, no worse, than the people 
who composed it; that if we were to raise to the stand- 
ard of credits, of morality or citizenry of a commun- 
ity, it must be done by those in the community who 
have a high conception of such matters; that coopera- 
tion in any line, on the part of any number of people, 
whether those people be laboring men, merchants or 
farmers, should be encouraged, and the highest type 
of citizens in any community should be employed to the 
end that their efforts be well directed. 

In the afternoon the members attended a joint ses- 
sion with the Mountain States Lumber Dealers’ Asso- 
ciation at the Brown Palace Hotel and listened to 
interesting addresses by the Governors of Colorado 
and Wyoming, and in the evening attended the Stock 
Show. 

Wednesday’s Session. 

The meeting was called to order by the President at 
g:o0, Dr. C. A. Lory, of the Agricultural College of 
Colorado, gave a very instructive address on the sub- 
ject “Bring the College to the Farmer,” going into de- 
tail as to the work being done by the Extension De- 
partment of the College through the County Agents 
and through the many publications issued by the Col- 
lege. He dwelt at length upon the value of the College 
to the farmers as well as the business men of the 
state. 

John Grattan, a farmer of Jefferson County, in an 
interesting manner, discussed the subject “Relations 
of Farmer and Merchant.” Mr. Grattan being one 
of the large farmers of the state, a prominent member 
of the Grange and other cooperative organizations, 
brought his story to the audience in a new way, touch- 
ing upon the psychology of the farmer, how his en- 
vironment bred timidity, but that his real philosophy 
was the kind that builded a nation. 

Following Mr. Grattan, H. J. Hodge, Secretary of 
The National Federation of Implement Men, gave a 
very interesting address. 

Ik. W. McCullough, Secretary National Implement 
and Vehicle Association, Chicago, also spoke. 

After Mr. McCullough’s address the Question Box 
was opened and a great many questions were dis- 
cussed. 

The convention adjourned at 12:30 to go into Ex- 
ecutive Session in connection with a round table lunch- 
eon in the dining room of the hotel. The Executive 
Session was presided over by J. I’. Jones and many 
matters of interest to the members were discussed. 
The round table session adjourned at 2:00 to attend 
the Stock Show and, later a party at the Orpheum 
Theater as guests of the Association and the H. I. P. 
Club. 


Thursday’s Session. 
The meeting was called to order at 9:00, and John 
I°, Reardon, of the Reardon Advertising Agency, Den- 
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ver, gave a very interesting lecture on the subject, 
“How to Advertise a Small Store.” 

He was followed by F. A. Pattison, President 
of the Denver Credit Men’s Association, on “How to 
Handle Credits.” 

E. P. Perrino, President of the Salesmanship Club 
of Denver, spoke on Salesmanship, and Mr. R. W. 
Isaacs, Clayton, New Mexico, spoke on “The National 
Association.” Then followed interesting and instruc- 
tive speeches by Frank A. Bare on “The Traveling 
Man,” E. T. Keim, of the National Fire Protection 
Association, on “Fire Waste,” and Judge Kennedy of 
Denver on “How to Avoid Law Suits,” after which the 
Question Box discussion was opened by Mr. Moys 
of Boulder. 

Amos Carl read the report of the Auditing Commit- 
tee. The report of the Nominations Committee was 
read by the Chairman, A. L. Branson, and the follow- 
ing officers were unanimously elected for the ensuing 
year: 

President—J. R. Lowell, Colorado Springs. 

First Vice-president—L. J. Pereau, Sterling. 

Second Vice-president—F. W. Wohrer, Des Moines, 
New Mexico. 

Directors—J. F. Jones, Denver, and J. F. Smith, 
Grand Junction. A. L. Anderson, Montrose, Colo- 
rado, and W. H. Enderly, Thermopolis, Wyoming, 


hold over until 1918. 
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WRITE FOR THIS ILLUSTRATED CATALOG 
OF METAL WARE. 








Retail hardware dealers catering to the class of 
trade who demand quality first, are advised to send 
for the illustrated catalog and net price list of the 
Atlantic Stamping Company. In this catalog is shown 
an extensive line of metal ware, comprising galva- 
nized ware; tin ware, nickel plated ware, enamel ware, 
dairy supplies, lanterns, garbage and rubbish cans, 
etc., among which are various styles of pails, one of 
which is pictured here- 
with, buckets, com- 
modes, wash tubs, wash 
boilers, foot tubs, kero- 
sene and gasolene cans, 
funnels, bushel baskets, 
kitchen utensils, milk 
kettles, and other sheet 
metal articles. The point 
emphasized is that the 
Company is at present 
in a position to make 
prompt deliveries, the 
facilities for doing so 
having been amplified by 
a recent addition to their 
plant. Goods called for on mail orders, the manufac- 
turers state, can be shipped the same day the order is 
received, and every article in the Atlantic line is con- 
structed with the thought in mind that it must give 
entire satisfaction to the customer. Dealers desiring 
copies of this illustrated catalog and net price list 
should address the Atlantic Stamping Company, 
Rochester, New York. 





Atlantic Galvanized Pail. 


RETAIL HARDWARE DOINGS. 





lowa. 

W. H. Langworthy, Massena, has sold his hardware 
store to W. C. McCurdy and H. E. Marlowe. 

W. H. Lyon has bought the hardware store of A. C. 
Wolf of Salem. 

H. I. Batcheller, Paton, has bought a hardware store. 

R. H. Heitzman has purchased the hardware and imple- 
ment business of Welte and Son at Riverside. 

John Schainus, Rodney, has bought a stock of hardware 
and implements. 

Soefield and Hull have taken over the hardware business 
of W. W. Wheeler and Son at Charles City. C. V. Hull 
and I. C. Soefield are members of the firm. 

G. C. Rider, Bagley, has sold his hardware and imple- 
ment business to his partner, J. A. Peterson. 

W. S. Elower, Kanawha, has bought the interest of 
his partner, I. Johnson, in the hardware business. 

Hadley and Erb, Lacona, have sold the hardware stock 
they recently purchased, to Frank Konrad. . 

F. L. Heiden has purchased the Brown and Bahr hard- 
ware store at Elkader. 

Carl Field, Joice, has sold his hardware store to A. K. 
Felland. 

Al Hamilton has purchased the Harrison hardware store 
at Washta. 

A. P. Cotton and son, Ogden, have succeeded W. S. 
Gray in the hardware business. 

Minnesota. 

The F. E. Yost Hardware Company, Emmons, has sold 
its hardware and furniture store building to Iver Opdahl, 
who will continue the business. 

Alfred Rendall has purchased the interest of William 
Stevenson in the Andrews and Stevenson Hardware Company 
at Winnebago City. 

Henry Wagner has sold his hardware business in New 
Market to Peter Muller. 

J. N. Petra, Richville, has opened a hardware store. 

Carl Pederson Sebey, a hardware merchant in Echo, died. 

Schwarzkopf Brothers, Hector, have sold their hardware 


store to F. Beske. 

H. N. Demaray, Pipestone, has bought an interest in the 
Frank Funk hardware store. 

J. L. Word has sold an interest in his hardware business 
at Twin Valley to Raymond Hanson. 

C. A. Stark and Edward T. Peterson, Atwater, have 
bought the hardware and furniture business of Andrew 
Anderson. 

P. L. Paulsness has sold his interest in the hardware 
business of Quittem and Paulsness to Elmer O. Olstad. 

Nebraska. 

John Friday, Norfolk, has sold his hardware business to 
B. O. Daubert and Company. 

The hardware store of Thomas Brothers at Hubbell was 
burned. 

Martin Holbert, Henderson, has sold his hardware store 
to Dr. Friesen. 

Otto Wilson has purchased the hardware store of W. D. 
Canell at Waterloo. 

North Dakota. 

E. J. Ross, Cayuga, has sold his hardware store to the 
Cayuga Auto and Machine Company. 

The hardware and general merchandise stock of Herman 
Kalinowski, at Fessenden, was destroyed by fire. 

Carl Hanke, Killdeer, has sold his hardware store to 
Frank Ray and Frank Clark. 

E. W. Hyde, Lark, will open a hardware store. 

Gullickson Brothers have purchased the hardware store 
of N. P. Falk at Montpelier. 

The Hodgins-Hester Company, Minot, has opened a 
hardware and furniture store. 

W. H. Biddick is the new proprietor of the hardware 
store at Berlin. 

Ohio. 

The Reliable Hardware Company, Hamler, has been in- 
corporated with a capital stock of $10,000 by W. H. McKee, 
E. McVetta, F. G. Kosson, Nettie Kosson and Cora McVetta. 

South Dakota. , 

B. Twamley, Platte, has purchased a hardware store. 

Frank Jones, Sioux Falls, has bought the East Side 
hardware store. 

Lawien and Klein, Mobridge, have dissolved partnership 
in the hardware business, C. L. Lawien continuing the busi- 
ness. . 

Wisconsin. 

J. K. Hoyle, Mount Hope, has sold his hardware busi- 
ness to his brothers. 

Ed Weber has bought an interest of Adams R. Weiland 
in the Weber Hardware Company, Baraboo, and the busi- 
ness will continue under the same name. 

A half interest in the Prenzlow hardware store at John- 
son Creek has been purchased by Arthur Becker. 
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Nebraska Retail Hardware Dealers 


Meet in Annual Convention 











The Sixteenth Annual Convention of the Nebraska 
Retail Hardware Association was held February 6, 7, 
8 and g at Omaha, the sessions meeting in the Audi- 


torium Hall of Hotel Castle. 
Opening Session Tuesday, February 6. 
The opening session was called to order by Presi- 


dent C. B. Diehl, Stratton, at 10:30 Tuesday forenoon, 
and after “America” had been sung by the Conven- 
tion, led by the Arndt Quartette, L. W. Harrington, 
Pawnee, delivered the invocation, which was followed 
by a song by the Quartette, after which Vice-president 
Fred Pelz, Blue Hill, presented on behalf of the of- 
ficers and directors a beautiful gavel to President 





Cc. B. Diehl, 
Retiring President, 


Nebraska Retail Hardware Association. 


Diehl, who expressed his gratification over the gift 
in feeling terms and then delivered his annual address: 
Annual Address of President C. B. Diehl. 

It is with extreme pleasure I am given the opportunity of 
once more seeing you and addressing you in the official ca- 
pacity I now have. 

It’s now a year since we have met, and with this year 
have come changes to us all, and to the Association at large. 
It is to be hoped that we are better, stronger and more effi- 
cient business men for the labors put forth by the Association. 

Such conventions as ours held in Boston last summer, 
cannot help but inspire and encourage one to his level best. 

Such a year as this has never been known before with 
prices soaring each day, and with no seeming limit. 

It is indeed the shrewd man who can cope with the times, 
keep expenses down and income steady. 

Not only do we have to deal with prices from 10 to 200 
per cent higher, but the labor question is one of extreme note. 
Efficient labor is scarce or not to be found. While in our 
line of business strikes, etc., have been practically unknown, 
yet they have occurred in nearly all other lines, and they in 
turn have effected all trades. 

This seems to me to be a question worthy of thought 
and consideration, for we as citizens of this country must 
not be selfish in our interests, but we must think and study 
for the great common good and need. 


It is my wish that this Convention may be the best up 
to date, and that all departments may show great activity. 

This is your meeting, and I wish each one to take ad- 
vantage of every session, and derive all the possible good 
from it. 

One thing I wish to bring to your minds particularly, is 
that of the usefulness of the jobber to us. 

It is not the aim of the Nebraska Retail Hardware Asso- 
ciation to eliminate the jobber. We need him, and let’s all 
work together for our mutual good. Let me say to you men 
that the jobber is our banker in a way. He takes the big 
risks in carrying the big stock of goods and enables us to 
buy in smaller quantities as we need the goods. This is for 
our good, as I do not believe in overloading. That one thing 
has caused more failures than most anything else. In busi- 
ness, then, the jobber is our friend. If we can, not get the 
right price from the traveling salesman to meet competition, 
go to the head of the wholesale concern and we nine times 
out of ten benefit ourselves. 

Another thing, men, start out each new year with a 
definite plan. Get your business ideals just a little higher 
all the time, and I believe you'll get there. I’m a firm be- 
liever that a man can be or do what he chooses if he makes 
up his mind and sticks to his decision. Go make up your 
mind to sell more goods this year and do it. 

And now, as your presiding officer, I want to take this 
occasion to thank each and every one of you for the very 
high honor you have bestowed upon me and to tell you that 
I am exceedingly grateful to you for so doing. My friends 
in the Nebraska Retail Hardware Association are among my 
choicest possessions, and it is indeed a real pleasure to meet 
you from year to year. 


I wish also to compliment Secretary Roberts, who has so 
efficiently carried on the work of this Association and who 
in a great measure is responsible for its strength and stabil- 
itv. Likewise I wish to call attention to the faithful services 
of our Treasurer, W. C. Klein, and to thank the Executive 
Committee for their watchful supervision during the past year. 


Vice-president Pelz made the report for the dele- 
gates to the 1916 National Convention at Boston, fol- 
lowed by the annual report of Secretary Nathan 


Roberts, Lincoln. 
Annual Report of Secretary Nathan Roberts. 

Today we stand at the parting of the ways, looking back 
over the road we have traveled in the year that is behind, 
and forward to the untrodden path before us, and as we 
count up the lost opportunities and seriously resolve on richer 
achievements for 1917, we are impressed with the thought 
that we are largely the architects of our destinies, and that 
the errors we have made in the past should be as warnings 
to avoid this year, that we may turn them to good advantage. 

We have perhaps passed through the most eventful year 
of our history, as an Association. Many have taken advan- 
tage of the high tide and made good, some have not. 

Thirty-seven have sold out their business and drifted into 
other channels; perhaps it is safe to assume that most of 
them have arrived at this conclusion by force of circum- 
stances built ypon errors of judgment and a wrong viewpoint 
of business. 

Three have had recourse to bankruptcy proceedings, an 
unfortunate thing, and while the number is small we would 
there were none to report in our Association from year to 
year. 

Four have passed to their rest, which we hope all of us 
will be ready to enjoy when our life work is ended here 

Sixteen are in a class we dislike to report, and of which 
there are jess this year than ever before; we refer to those 
whose vision is narrow and simply focused on the small 
things of life. Those who do not believe in service to others. 
those whose memory will be largely confined in a small space 
six feet under ground; those who will neither help or be 
helped; those who consider 1% cents per day dear for the 
service. 

Fifteen, whose dues are not yet paid for 1916. 

We are very much encouraged over the work accom- 
plished this past year. We believe we are better and big- 
ger men, better fitted for business problems, knitted closer 


together for co-operative work, less of self and more of 


others, more of the spirit, who can best work and best agree. 
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Our Mr. Phillips reports active betterment all along the 
line. After I have finished I would like an expression from 
those present as to their opinion on this phase of our efforts. 


Our office work is apparently being better understood and 
applied in practice, in which fact we glory. You can’t give 
us too much during the years. We have taken up and an- 
swered satisfactorily 353 technical questions; by this we mean 
inquiries about special items of merchandise, where they 
can be bought, etc., much of which is ancient history and re- 
quires time and research. I don’t remember now any case 
where I failed to give the required information. Included 
in this list are many inquiries about fake schemes of one 
kind and another. 

Warning Against Fake Concerns. 

I regret to say that some of our members do not pay 
close enough attention to the warnings on specific concerns 
which I publish in the Ironmonger. I could name at this 
time about twelve members who, if they had been awake to 
the news contained in this little publication, would today be 
ahead of the game many dollars and be free from specific 
worry. It does not cut any figure how plausible and get- 
rich-quick a scheme may look, you better hesitate before you 
invest; ask us about it; we may have information that you 
have not; try us. I see no good reason why our members 
should be victimized in any way. I believe we have driven 
the steel range peddlers out of the state entirely; at least I 
have heard nothing from them. Should you hear of them 
don’t forget-that we have the dope to salt their tails. 

During the year we have passed on and adjusted amicably 
twenty-six grievances. They were nearly all jobbers and 
manufacturers who step over the ethical line and sell their 
goods through illegitimate channels. This trouble generally 
arises through the indiscretion of the traveling salesman and 
when it is brought to the attention of the house and inves- 
tigated, it is settled in some way, with a promise not to do it 
again. 

This may seem to some a mild way to settle such things, 
but experience and judgment teach us that it is better so than 
getting ourselves into trouble. Such complaints are getting 
immeasurably less, proving that more care is being taken 
to avoid them. We have at this time two unsettled griev- 
ances, which have gotten beyond us and are at this Conven- 
tion referred to the Grievance Committee for their consid- 
eration. 

At a meeting of the Insurance Board in December it 
was voted that they extend to the Midwest Implement Deal- 
ers’ Association full privilege of the Nebraska Hardware 
Mutual Insurance Company, upon the basis of Associate 
Membership, the Board having in mind that if agreeable to 
the Nesbraska Retail Hardware Association, in convention 
assembled, you at this time pass a resolution admitting the 
Midwest Implement Dealers’ Association to this body on the 
basis of Associate Members, which does not convey any vot- 
ing privileges. 

One of the most vital questions which presents itself to 
us at this time is that of our Exposition. You all know how 
through the pages of our publication I have urged upon you 
the part you must perform if we are to continue this fea- 
ture of our annual gathering. Last year you responded 
splendidly, the result of which is that we have filled the 
Auditorium of Omaha with double the number of booths 
that we had last year in Lincoln. However, we can’t expect 
continued success unless we are willing to do our part. I 
am looking this year for a hearty endorsement of our efforts 
along this line. I will guarantee if we take hold of this in 
the right cooperative spirit, we will place Nebraska in the 
front rank and her name will be. made famous from the At- 
lantic to the Pacific. Note this year that two of our promi- 
nent jobbers in the field who have not exhibited with us since 
I have had anything to do with it, are with us. 

Then there is another feature: if we make a success of 
this we will have more money to put back in the field work. 

I have lots of good things in mind, but it takes money. 

Our finances are in good shape; we do not accumulate; 
we are spending it for you; but I find this is the first year in 
which we have met the expenses of the year to which the ex- 
pense belongs, from its income. 

I want to call your attention to our annual Directory. It 
will be mailed you soon after this Convention. It will be up 
to date in captain, lieutenants and men. Don’t throw this in 
the discard; it is a strenuous job to get it up and deserves 
the best of care. 

Credit Information. 

I would, as I have done before, suggest that you hang 
it by your desk constantly at hand for use. Those who ad- 
vertise with us are your friends, and who do not weigh the 
small cost of $5 with the value of such friendship. I would 
suggest also that when a stranger drops in and asks for 
credit, ascertain his last stopping place, tell him you will re- 
port to him without delay. If'from any town in this state, 
look up: your directory for that town and at once write the 
hardwareman there. If the location is out of the state, write 
me at once and I will try and get facts for you. 

Another use for the directory, it tells you exactly who 
comprises the Nebraska Retail Hardware Association. 
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I want to express to you in no uncertain measure my 
appreciation of your efforts and readiness to assist your Sec- 
retary in Association work. I can look back over the nearly 
five years of our fellowship with a degree of priceless sat- 
isfaction. Then only very little interest was shown in any 
correspondence and it was hard work to get any answer ex- 
cept from a few. Today you show by your prompt and con- 
siderate interest a live wire partnership in the Nebraska Re- 
tail Hardware Association. 

We present you a program this year that should advance 
every one in attendance to higher plane of usefulness to him- 
self and others. That we may get the most and the very 
best out of it, let me urge you all to dig deep for knowledge. 
Those who have assumed the responsibility of leaders in the 
questions before us at the same time put themselves in po- 
sition to be pumped dry. 


Freight Bill Adjustments. 


Please see to it that the opportunity be not lost to us. I 
do not think that all who might are taking advantage of what 
we may try to get for them out of their old freight bills. 
Take a note of this and when you get back to business, ex- 
press us in a paper package (not a wooden box) all your old 
freight bills, back six years or so, prepay the charges and we 
will do the rest. 

We present herewith a report of Mr. R. C. Phillips’ work 
in the field the past year, that you may know what is being 
done and that you may feel that you have a place in this work 
whereby you can cooperate. Mr. Phillips has covered 350 
towns in the state during a full period of about ten months, 





Nathan Roberts, 
Secretary, 


Nebraska Retail Hardware Association. 


he has collected in past due premiums $994.79; written new 

insurance amounting to $140,800; he has written 55 new mem- 

ni collected past dues from and reinstated 36 former mem- 
ers. 


Our general report shows on membership last reported 
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At the Tuesday afternoon session, George E. Weir, 
Dowagiac, Michigan, led the “Open Forum” discussion 
on “The Relation of Personal Efficiency to Business 
Success.” 
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In the evening, the delegates and guests witnessed a 
very interesting moving picture exhibition, entitled 
“Troubles of a Retailer,’ which was _ presented 
through the courtesy of the National Cash Register 
Company, Dayton, Ohio. 

Wednesday’s Session. 

E. M. Healey, the successful retail hardware dealer 
of Dubuque, Iowa, and member of the Executive Com- 
mittee of the National Retail Hardware Association, 
spoke at the Wednesday forenoon session on “The 
Business of Buying,” which was followed by a help- 
ful discussion of some of the points emphasized by 
Mr. Healey: First, “The Way of Buying”; second, 
“The Necessity of Right Buying”; third, “Buying 
Knowledge”; fourth, “What, When, How to Buy”; 
fifth, “Buying Markets.” 

At 11 o'clock the Convention went into executive 
session for the annual meeting of the Nebraska Hard- 
ware Mutual Insurance¢Company, during which re- 
ports of President H. J. Hale, Lincoln, and Secretary 
Nathan Roberts, Lincoln, were read, both showing 
that material progress had been made in 1916. 

George E. Nichols, Omaha, and R. C. Phillips, Lin- 
coln, led the “Round Table” discussion, after which 
election of officers of the insurance organization took 


T. W. LeQuatte, Des Moines, lowa, spoke in the 
afternoon on “The Community’s Business,” comparing 
the country towns of thirty years ago with those of to- 
day, and the changed methods and viewpoints which 
the development in many lines had brought about, and 
emphasizing the necessity for a full appreciation of 
the new relations which must exist between the town 
and the surrounding country, in order that the entire 
community may prosper and make the greatest pos- 
sible progress. 

Under his able leadership a very interesting discus- 
sion followed on this important subject. 

Ballard Dunn, a representative of the Association 
of Western Railways, spoke on “The Railroad Ques- 
tion.” 

The delegates, their ladies and other guests spent an 
enjoyable evening at the Omaha Hardware Club, M. 
D. Hussie, H. M. Rogers and Joseph Koutsky being 
in charge of the arrangements for the fine entertain- 


ment. 
Thursday’s Sessions. 


At the Thursday forenoon session James W. Fisk, 
Indianapolis, Manager of the Retail Service and 
Business Department of the Associated Advertising 
Clubs of the World, led the discussion on “Making 
Credits Pay”; “The Art of Collecting” ; “The Cost of 
Doing Business.” 

Mr. Fisk also demonstrated the accounting system 
which the department over which he has charge has 
worked out for retail hardware stores and had many 
interested dealers asking him questions during the in- 
termission between the forenoon and afternoon ses- 
sions. 

At 2 o’clock, E. M. Healey spoke again, his sub- 
ject being “The National Retail Hardware Association 
and Its Activities”; at the conclusion of Mr. Healey’s 
address, the Convention marched in a body to the 
Omaha Auditorium for a “Boosters’ Reception,” the 


“Boosters” being the exhibitors and their representa- 
tives. 

In the evening the members, their ladies and other 
visitors were guests at a theatre party given by the 


Omaha Hardware Club and the local wholesale houses. 
Closing Session Friday Forenoon. 
The closing session was called to order at 10 A. M. 


Friday, reports of various committees being read, 
after which followed the election of officers. 
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SIZE UP YOUR STOCK OF PRUNING SAWS 
NOW TO MEET THE SPRING DEMAND. 





Before the spring demand is on for pruning hooks, 
saws and kindred items, the wise retail hardware 
dealer makes ample provision for this business. Now, 
and not the early spring, is the time he prepares by 
sizing up his stock and getting it in proper condition. 
Foresighted dealers will be interested in the Disston 
line of Pruning Saws, which comprises styles and sizes 
for every requirement, all backed by a reputation for 





Little Giant Pruning Hook and Saw. 


highest quality and satisfactory service.. The type illus- 
trated herewith is the Little Giant Pruning Hook and 
Saw, with knife and saw blades both made of crucible 
steel. The tool is light and very strong, and can be 
used with or without a pole. According to the manu- 
facturers, it fills a long-felt need, combining two use- 
ful tools in one, without increase of cost to the user. 
The saw blade is attached to the hook by means of 
two clamp-screws, and may be removed when its use is 
not required. This and other styles are shown in the 
Pruning Saw Catalog, which will be helpful in making 
a selection. Copies of this catalog will be sent upon 
request, by Henry Disston and Sons, Incorporated, 
Philadelphia. 


PROGRESS AND RIGHTEOUSNESS. 





Character is above’dollars as a national asset. We 
Americans have an inborn faith in our ability to 
achieve anything material that can be achieved. We 
face the problem of subduing nature to our needs with 
alert optimism, and will as readily undertake to re- 
move mountains as mole hills. And this is well. Other- 
wise the buffalo might yet be cropping the grass of 
the prairies and the Indian lighting his campfire in the 
passes of the Rockies. But if we go on from triumph 
to triumph, and keep not fastheld the righteousness as 
well as the valor of our fathers, what shall all its 
gains avail the republic? Surely, as it was said of 
olden time, it shall profit a nation nothing if it gain 
the whole world and lose its own soul.—Philip Francis. 


ipibstineveensin 
Are you selling merchandise today and every day 
at less than you should, based upon your present re- 
placing costs? 
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New York and Pennsylvania Hardware Dealers 
in Great Joint Convention 











The First Joint Convention of the New York State 
and the Pennsylvania and Atlantic Seaboard Retail 
Hardware Associations was held at Hotel Astor, New 
York City, February 6, 7, 8 and g, and it was a great 
success both from the standpoint of attendance and 
from that of interest manifested by the delegates, as 
well as with regards to the manner in which the pro- 
gram was carried out. 

The opening session was called to order in the Grand 
Ball Room at 9:30 Tuesday forenoon by Matthias 
Ludlow, Newark, New Jersey, President of the 
Metropolitan Hardware Association, which comprises 





J. B. Sellars, 
Retiring President, 


New York State Retail Hardware Association. 


a large portion of the dealers in New York City and 
neighboring cities in New York State and New Jersey. 

After “America” had been sung, the Convention 
being led by Livingston Chapman, the Reverend 
Joseph Twomey, Pastor of the First Baptist Church 
of Newark, New Jersey, delivered the invocation, 
after which Marcus M. Marks, President of the Bor- 
ough of Manhattan, delivered the address of welcome, 
to which Presidents E. K. Owens and J. B. Sellars 
made suitable responses for their respective Associa- 
tions. 

President Owens, Susquehanna, Pennsylvania, then 
took the chair and after “The Star Spangled Banner” 
had been sung, Borough President Marcus M. Marks 
spoke on “Preparedness,” laying special emphasis on 
the necessity for proper military training under Gov- 
ernment supervision of all able bodied men. 

James H. Kennedy and Roy F. Soule made brief 








congratulatory remarks on behalf of the hardware 


trade papers, after which the session adjourned. 
Wednesday’s Session. 
Irom g to 11 o'clock Wednesday forenoon the ses- 


sion was an executive one, presided over by President 
‘J. B. Sellars, White Plains, New York, who delivered 


his annual address. 
Annual Address of President J. B. Sellars. 

It is with satisfaction that I greet you at this the First 
Joint Convention of two of the strongest and most influential 
of our Hardware Associations. 

The history of this undertaking has been an interesting 
one from the start. While every one connected in any way 
with the undertaking has given his time and services enthusi- 
astically to the work, too much credit cannot be given to the 
services of the two efficient secretaries of this Joint Conven- 
tion. 

This undertaking has also met with the loyal support of 
the manufacturers, wholesalers and jobbers, as is manifested 
by the largest and most comprehensive hardware exhibit in 
Madison Square Garden, we believe, that has ever been as- 
sembled. 

At this time I wish to call to the especial attention of 
every Retail Hardwareman here the obligation and the duty 
he owes to the exhibitors in Madison Square Garden. Make 
it your business to visit these exhibits, have your “want book” 
with you and place as many orders on the floor of Madison 
Square Garden as your business will justify. 

These manufacturers, wholesalers and jobbers are our 
friends, and deserve our orders and every business courtesy 
we can extend to them. 

Our Associations. 

Both the Associations here represented have during the 
last vear shown a good, healthy growth in membership. The 
good, practical, helpful aid which our Associations are now 
giving their membership is being felt and appreciated more 
and more each year. 

It may be pleasant in passing for the New York mem- 
bership to contrast its membership of today with that small 
number that met in convention in the old Astor House on 
lower Broadway about a dozen years ago. 

It is the practical benefits that an Association renders 
its membership and the helpful co-operation of its members 
that make an Association grow. 

Constructive Work. 

This Association has before it a great amount of con- 
structive work—work that cannot be done by your Board 
of Directors or your Secretary alone. 

The efficiency and the amount of real practical good you 
derive from this organization, like every business enter- 
prise, depends largely upon the cooperation of its units. 

There is one piece of constructive work which I wish 
to bring to the special attention of this Convention. I refer 
to the Efficiency Expert. 

It was my opportunity and pleasure last October to attend 
the Hardware Secretaries’ Convention in St. Louis. I might 
say in passing that a brighter and more intelligent lot of 
business men it would be difficult to get together. 

One of the foremost and most interesting topics of dis- 
cussion at this Convention was the “Efficiency Expert’—a 
man who has made a study of the problems of hardware mer- 
chant, and who is capable of going among the retail hard- 
ware dealers and giving expert advice to our membership 
on whatever problems each one most needs assistance, whether 
that be a better arrangement of his stock, or a better account- 
ing and billing system, or a better buying arrangement. 

One of the greatest benefits to be derived from this ar- 
rangement would be the personal touch and the close point 
of contact with a person whom you could place your confi- 
dence in. 

Our hardware magazines and periodicals are doing 
great service in instructing and helping our merchants in a 
great many of their problems, but we all know the value of 
the personal touch. 

The so-called big businesses employ their “Efficiencs 
Experts” by the year—the experts have a free hand in suz- 
gesting improvements here, cutting out expense there, and 
stopping the business leaks wherever found. 

Of course, no individual hardware merchant would need 
the services of the expert for any great length of time, >t 
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he would be expected to pay for his services as long as he 
used him. 

In my opinion, the cost of the services of a man of this 
kind is not to be compared with the results to be obtained. 
It is not an expense, but really an investment, for any out- 
lay that will increase the efficiency of a business and point 
out the leaks and waste will pay for itself a thousand times 
over. 

No man would hesitate to replace an obsolete machine if 
by doing so he could increase his output at a reduced cost. 


Our National Association has had this matter under dis- 
cussion for a long time, I understand, and are now trying 
to work out some practical plan of operation along this line. 
We have our honored National President with us, and I am 
sure we would all be pleased if he will let us know some time 
during our convention what progress the National body has 
made along this line. 

Our Hardware Mutual Fire Insurance Companies. 

All our members recognize that our Mutual Fire In- 
surance is one of the most practical benefits that we as mem- 
bers receive from our Retail Hardware Associations. Most 
of the New York membership know that two of the strong- 
est of our Hardware Mutuals have recently been licensed to 
write insurance in New York State. Either of the Secretaries 
of this Joint Convention will be pleased to receive your in- 
quiry or give you advise in regard to Mutual Fire Insurance. 
Hardware Mutual Insurance means a saving to you of from 
43/4 to 50 per cent in the cost of your fire insurance. 

Local and County Hardware Associations. 

Reference was made at the New York Convention a 
year ago to Local and County Hardware Associations. As 
a member of a County Association, and one who has been 
henefited by membership in such an Association, I wish to 
bring this matter to the attention of this Joint Convention. 
We have a membership in the Westchester County Associa- 
tion of about twenty members. 

We usually meet at the business place of some member 
at stated times to discuss credits, prices and local business 
conditions generally. The meetings bring our County Hard- 
ware Members into close, friendly touch with one another, 
and creates a closer business relationship than we could get 
in any other way. And there is, I believe, no more loyal 
members of the State Association, nor more regular attend- 
ants at the State Conventions, no matter in what part of the 
state they are held, than the “bunch” from Westchester 
County. 

I mention this particular Local Association as an illustra- 
tion of what I believe can be accomplished in a great many 
other localities of the two State Associations here represented. 

The Business Outlook. 

It is generally conceded that during the last year our 
merchants have been very busy, and the great majority of 
our hardware merchants have had a profitable year. I be- 
lieve, however, that most of us will have to admit that our 
profits for the last year are not all in our respective banks, 
but that a good portion of it is in our stock which we have 
to replenish at higher costs. 

The tremendous advance in the cost of practically all 
lines of goods handled by the merchants has wrought many 
changes, and has practically caused every hardware mer- 
chant to make a complete readjustment of his costs and 
selling prices. 

In the rapid advance in costs and the consequent changes 
in selling prices, I venture to say that a great many of our 
merchants have not advanced their selling prices in propor- 
tion to the cost advances. This, I believe, we will find par- 
ticularly in the case of 5, 10, 15 and 25 cent articles. We re- 
alize that it is difficult to get more than 10 cents for a 10 
cent article, although that article may cost us double what it 
formerly did. 

The tendency of our merchants, I know, is to keep down 
the selling prices. We know that where goods have ad- 
vanced 150 or 200 per cent the merchant, to use a common 
expression, “hasn't the nerve” to demand his legitimate profit 
on the increase in cost. 

If the merchant was in any way responsible for the in- 
creased cost of his goods, there would be some cause or ex- 
cuse for him not taking his legitimate profit. The manu- 
facturers and the producers know the cause of and take full 
responsibility for the great advances. 

Business for 1917. 

The nature of the hardware business is such that ordi- 
narily it requires our closest and most undivided attention. 
The year just passed has required, and the year we are en- 
tering, it seems, will require all the business ability and fore- 
sight that we can command. 

If I should presume to give a word of advice to the mer- 
chants of this Joint Convention, I would say: : 

First: Keep a full and well assorted stock of goods suited 
to the needs of your particular locality. For your spring re- 
quirements, do your buying early and have shipments made 
as early as you can take care of them. A great many of 
it goods, I venture to say, you will need before you get 
them. 





Second: Get your legitimate profits on the goods you sell; 
do not let the public mislead you into thinking that you are 
overcharging them when you are getting no more than is 
honestly due you. The public, like ourselves, must be edu- 
cated to the higher costs. 

And to these two essentials of a successful business, add 
the three virtues of Service, Courtesy and Honesty, and I 
believe that the year 1917 will be one of great achievement 
and lasting satisfaction to the merchant who improves his 
opportunities. 


This was followed by an address by Frank B. White, 
Chicago, on “Community and Business Betterment,” 
at the close of which Mr. White led the “Open Forum” 
discussion on the same subject. 

At 11 o'clock the session was opened to visitors, and 
President Sellars introduced the Honorable William 
C. Redfield, Secretary of Commerce, Washington, 
D. C. who spoke on “The Department of Commerce 
of the United States,” outlining in excellent manner 
some of the many activities in which the Department 
is engaged and how it serves the business of this coun- 
try in their intercourse with one another and in as- 
sisting- those who wish to establish foreign business 
relations for the sale of their products. 

The banquet on Wednesday evening at Hotel Astor 
was attended by over goo and was a splendid success 
in every respect. 

Thursday’s Session. 

President E. K. Owens occupied the chair at the 
executive session on Thursday forenoon and after a 
song by Livingston Chapman delivered his annual ad- 
dress: 

Charles T. Woodward, Carlinville, Illinois, Presi- 
dent of the National Retail Hardware Association, was 
then introduced and spoke on the activities of the na- 


tional body during the past year. 
Friday’s Sessions. 


I‘rom g to 10 o'clock Friday forenoon the two As- 
sociations held separate executive sessions, during 
which reports of officers, committees and insurance de- 


partments were made and elections held. 
Officers of New York State Retail Hardware Association. 


The following were chosen as officers of the New 
York State Retail Hardware Association: 

President—Irving Van Voris, Cobleskill. 

First Vice-president—C. 3. Briggs, Penn Yan. 

Second Vice-president—John J. Snyder, Brooklyn. 

Treasurer—Irank FE. Pelton, Herkimer. 

Secretary—John B. Foley, Syracuse. 

Delegates to National Convention—John 13. Sellars, 
H. A. Cornell and John B. Foley. 


Officers of Pennsylvania and Atlantic Seaboard Hardware 
Association. 


The following are the officers of the Pennsylvania 
and Atlantic Seaboard Hardware Association: 

President—Howard M. Kirk, New Castle, Pennsyl 
vania. 

First Vice-president—J. M. Kohlmeier, Brooklyn, 


New York. 


Second Vice-president—Walter McQuiston, Pitts- 


burgh. 

Third Vice-president—Ernest Johansen, Baltimore, 
Maryland. 

Secretary-Treasurer—W. [. Lewis, Huntingdon, 
Pennsylvania. 

Delegates to National Convention—I. K. Owens 


and George B. Sprowles. 
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At 10 A. M. the Associations joined again under 
the chairmanship of President Sellars 
song, the subject of “Credits, Collections and Account- 
ing’” was introduced by President Charles T. Wood- 
ward of the national body. At 11 A. M. the doors 
were opened for visitors, and former President Wil- 
liam Howard Taft spoke on “Our World Relation- 
ships.” 

After disposing of “Unfinished Business,” the Con- 
vention adjourned, all joining in voicing their ap- 
proval of the manner in which this innovation in 
Retail Hardwaredom had been carried out. 

A very interesting feature of the Convention was 
the exhibit of foreign made hardware sold in Latin- 
American republics and other countries. This collec- 
tion was gathered for the Department of Commerce 
under the direction of Secretary Redfield and Dr. E. 
I, Pratt, Chief of the Bureau of Foreign and Domes- 
tic Commerce, and was loaned for this occasion to the 


Associations. 
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TURNING AIR INTO PROFIT AND PUBLICITY. 


Why do drug stores keep an investment in postage 
stamps and sell them without profit? 

To pull business. 

Why do catalog houses quote some leaders, at less 
than the market ? 

To pull business. 

Our readers invest in advertising space, printed mat- 
ter and letters, because such effort brings people to 
their stores. 

The American Air Brush Company, 62 East Lake 
Street, Chicago, offer an equipment that will cost less 
than two cents per day, counting the interest on the 
money invested, which will: (1) bring people a long 
distance ; (2) make them appreciative and in a friendly 
buying spirit; (3) assist in attracting attention to the 
window, and to what it has to offer, while they are in 


front of it. 
Use Your Power Plant More. 
The store that is not so equipped should not lose a 


day in installing a motor and running from its shaft 
grinding wheels of various grits, and a polisher. These 
are not for the service of the store alone, but as a 
drawing card for the contractor or customer who 


wishes to use them. 


‘rom the shaft it 
is easy to run a belt 
to operate a “lree 
Air’ equipment. The 
compressor which is 
illustrated herewith. 
and air tank may be 


located in a_ space 
that cannot be other- 
wise used. Gas pipe 
is run from the tank 
under the sidewalk 
to the curb. 

The best “Free 





Air” equipment has 
a feed-hose fifty feet 
that will stand being run 


Air Compressor for 
“Free Air’’ System. 


in length, and of a grade 


and after a, 


over or stepped on. It is equipped with an automatic 


nozzle. 
Air in the Window. 

At the point where the pipe goes under the win- 
dow, tap it and connect the “Fluttering Flag” attach- 
ment where it can keep a flag or a pennant-sign, that 
can be often changed, in constant motion. At night 
have a spotlight shine on the flag. The serious criti- 
cism on most windows is their deadness and lack of 
action. 

The fluttering flag or moving sign cannot fail to at- 
tract attention of all but the blind. 

You will find that a heavy percentage of the best 
buying people in your section will soon be your pa- 
trons. ; 

Tires must have air. Pumping air by hand is hard 
work. Nobody likes that kind of hard work, so it 
is a continuous procession to the “Free Air” station. 

When you consider that in many communities one 
out of every four families own an automobile, and 
that they are generally the best spenders, you can ap- 
preciate the number you reach. 

While advertising is not necessary, yet on the prin- 
ciple that our department stores use the largest type 
and most space in announcing their bargains it is well 
for you to feature this offering. 

From time to time there will be many witticisms on 
the “Quality” of your air; the supply of your air from 
Mars, etc. 

In the cold of winter advertise “California Air.” 
In the heat of summer advertise “Klondike Air.” 

C. H. Williams, of the C. H. Williams Hardware 
Company, Streator, Illinois, was recently at the Hard- 
ware Club, Chicago, and in speaking of several of his 
drawing-cards was especially enthusiastic about the 
results obtained from his “Free Air” equipment, as a 
business getter. 

In describing their “Free Air” equipment the Amer- 
ican Air Brush Company emphasize the fact of each 
part being most carefully tested, to pass inspection of 
any casualty company. <A tank to hold air must be 
much better than one to hold water, gas or oil. 





FILES USED IN SHOPS WHERE ECONOMY 
AND EFFICIENCY ARE PRACTICED. 


In shops where time and study are expended in 
producing the highest efficiency and economy, it is 
said that Delta files are greatly favored because of 
their excellent qualities. These files are described as 
being made of crucible steel as perfect as mind and 
skill can make them; with clean, strong, sharp teeth. 
which accounts for their lasting, effective service. A 
wide range of Delta files is manufactured to meet the 
requirements for various sorts of work, and in each 
instance, the manufacturers state, such satisfaction is 
given as to induce the purchaser to buy more of these 
tools when he is is in need of them, and also to recom- 
mend them to his friends. Dealers desiring to learn 
further details about Delta files should write for Cata 
log and Special Trade Price List to the Delta [ile 
Works, Philadelphia, Pennsylvania. 





A sunny temper gilds the edges of life’s blackes! 
cloud.—Guthrie. 





February 10, 1917. AMERICAN ARTISAN AND HARDWARE RECORD 45 





AUTOMOBILE 





SOLD BY HARDWARE DEALERS 


ACCESSORIES 








The George G. Bayne Company, Bushnell, Illinois, 
manufacturers of automobile specialties, will build a 
factory 960x124 feet, costing $75,000. 

The Detroit Gage and Metal Stamping Company, 
Detroit, Michigan, has been incorporated with a cap- 
ital stock of $50,000 to manufacture auto accessories 
by O. S. Kelly, S. R. Livingstone and E. C. Lewis. 

The Edwards Corporation, Jackson, Michigan, has 
been incorporated with a capital stock of $15,000 to 
manufacture auto parts and accessories. The incor- 
porators are H. E. and M. J. Edwards and G. B. 
3rink. 

“Jack” Tracy, who has been sales manager of the 
Milwaukee Corrugating Company, has resigned and 
has associated himself with the Sterling Motor Com- 
pany, Kansas City, where they will specialize with the 
new Sterling Truck. 
the success he deserves in his new venture. 


“Jack’s” many friends wish him 





TOOLS FOR AUTOMOBILE USE MUST BE 
ALWAYS RELIABLE. 


Thousands of retail hardware stores are handling 
automobile accessories, and in addition to the tires 
and brake linings, spark plugs, head lights and cther 
supplies, there enters prominently into consideration 
the question of tools. It may readily be inferred that 
men who pay large sums of money for automobiles 
are not the kind that will try to save pennies in buying 
They demand tools that are in keeping with 
the cars—tools that can be depended upon at the try- 
ing moments. The Goodell-Pratt Company, manu- 
facturers of the “1500 Good Tools,” point out tha 
they make a first class line of automobile tools, as 
well as complete sets of tools for automobiles and 
The new catalog of the Company, 


tools. 


motorcycles. 
“Tool Book 13” which will be issued shortly, de- 
scribes the entire Goodell-Pratt line, which includes, 
in addition, automatic and bench drills, bench grind- 
ers and lathes, bit braces, breast drills, calipers, hand 
drills, gauges, levels, squares, screw drivers, steel 
rules, vises, wrenches, and other tools for carpenters, 
machinists, etc. Copies of this catalog can be ob- 
tained by addressing the Goodell-Pratt Company, 
Greenfield, Massachusetts. 
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STEERING POST ATTACHMENT LESSENS 
GLARE OF APPROACHING HEADLIGHTS. 





’ 


It is said that a World’s Baseball Championship 
was once decided through a fielder’s “losing the ball 
in the sun.” With autoists a related condition is made 
possible by being “lost in the other fellow’s light,” 
and it is a fact that many smashups are due to the con 
fusion caused by the glare of approaching lights. In 
cities, this difficulty has to a great extent been rem- 


edied by the compulsory use of “dimmers,” but these 
are not practicable for dark streets and country roads 
where a flood of light is essential to safe driving. 
While a bright ray makes a road clear and safe, too 
much glare, on the other hand, puts approaching driv- 
ers in equal imminent danger from each other's lamps. 
An accessory that “fills the bill’ admirably in this re- 
This 


consists of a rectangular piece of glass which is at- 


spect is said to be found in the ‘“Glareducer.” 


tached to the steering post by a bracket and can easily 
be turned down out of the way when not in use. A 
display of this device, the manufacturers state, will 
attract many inquiries, and dealers desiring full par- 
ticulars should address the Rock Island Manufactur- 
ing Company, Rock Island, IIlino‘s. 
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ELECTRIC DOOR OPENER AND CLOSER FOR 
GARAGES. 

In any building where large doors must be opened 
and closed a number of times during the day, much 
time and labor may be saved by the use of an electric 
door opener and closer. The advantages of such a 
device are quite obvious to the owner of a garage, for 
instance, because it can be operated by any of the 
office help without interfering with their regular du- 
ties, and at the same time avoids any possibility of 
The R-W Stewart Electric 
Door 
illustrated 


keeping patrons waiting. 
()pener, 





herewith is a 


simplified de- 
vice of this 
type, made of 
strong steel 


parts and actu- 
ated by an 
electric motor. 
It is 


above the door 








placed 


R-W Stewart Electric Door Opener. 


level and 


hence occupies no valuable space. By 
the 
third, and it stops at any point. 


can be placed anywhere in the building, and the Door 


pressing one 


button, door opens—another, and it closes—a 


The control buttons 


Opener comes finished complete, ready for installa 
tion by any mechanic. According to the manufactur 
ers, this device is just the thing needed to save money 
and heat, eliminate waste time and give customers 
prompt service. Dealers desiring further particulars 
of this and other garage door items should address the 
Richards-Wilcox Manufacturing Company, Aurora, 
Hlinois. 
anne on : 

“secrets” in busines 


There are no today that are 


worth anything to the merchai t. 
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travel; the double feed doors make it easy to fire and 
also assure a high combustion dome; the improved 
grates can be removed one bar at a time or can be 
dropped entirely to remove clinkers ; and the warm air 
heater is mounted and fitted and each piece marked 
with a serial number before shipping so as to make 
the assembling easy and certain. It is also worthy of 
note that the manufacturers are conducting a special 
sale, from February 9th to 23rd, on wooden cold air 
faces, in all sizes and quantities. Full details will be 
sent upon request, by the V. A. Smith Company—John 
Westwick and Son Company, 213 West Lake Street, 
Chicago. 
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SIZE OF CASING IS IMPORTANT ITEM IN 
WARM AIR HEATER DESIGN. 








Where a warm air heater almost completely occu- 
pies its casing, it is quite difficult, if not altogether 
impossible, for a sufficient quantity of air to pass 
through and become heated. In such a situation, the 
warm air heater supplies a limited amount of over- 
heated air instead of an ample volume of air warmed 
to a healthful temperature. Hence it will be seen that 
the size of the casing is an important matter and one 


which should be carefully considered in designing a 
warm air _ heater. 


The Wise Warm 
Air Heater, pic- 
tured herewith, has 
been constructed 
with this point in 
view, and as a re- 
sult, the casing is 


| 
I i 


il 


Me [3 F) large in proportion 
yet to the size of the 
firepot and pro- 





vides an adequate 
amount of free air 
space for the radia- 
tors. This feature 
naturally contrib- 
utes greatly to the general comfort of the household 
and to the efficiency and durability of the warm air 
heating system. The casings of Wise Warm Air 
Heaters, which are of galvanized iron, have an inner 
casing which helps materially to prevent radiation of 
heat into the cellar. Copy of latest catalog, giving 
full particulars, can be obtained from the Wise Fur- 
nace Company, Akron, Ohio. 





Wise Warm Air Heater. 





WRITE FOR BOOKLET DESCRIBING DUPLEX 
HEATING SYSTEM FOR STORES. 





An interesting pamphlet recently issued concerning 
the Majestic Duplex System of Warm Air Heating 
points out that while this may appear to be a new idea, 
it really is a distinct improvement over the old gravity 
system of warm air heating, used in the most concrete 
form. The Duplex method is especially designed for 
stores, banks and offices, and its success is attributed 
not only to the high-grade, efficient warm air heater 
used, but primarily to the Majestic Duplex Register. 
The latter is so called because it performs the double 


function of supplying warm air and collecting cold air 
in this way, it is said, eliminating the uncomfortable 
conditions where the upper stratum of air in the room 
becomes overheated and that near the floor remains 
cold. The register can be placed against a wall, under a 
counter or table, in the center of the room or in any 
other convenient place, while its top, which is insulated 
with heavy asbestos mill board, can be used as an 
auxiliary counter or table to display any kind of mer- 
chandise or advertising material. The system is further 
claimed to occupy very little space, eliminate all fric- 
tion possible in both warm and cold air passages, pro- 
vide a cool basement, and supply a large volume of 
healthful, warm air with a minimum consumption of 
fuel. It is also adapted for residences, and full de- 
tails are given in the pamphlet which can be obtained 
from the Majestic Company, 616 Erie Street, Hunt- 
ington, Indiana. 
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HUMIDIFYING OF AIR ESSENTIAL IN WARM 
AIR HEATING INSTALLATIONS. 








“The ills that flesh is heir to,” are not a condition 
of nature but the result of a lack of knowledge and 
its utilization. The prevalence of diseases may be 
ascribed to the fact that the world is making too 
rapid progress in the apparent comforts of living 
without heeding the shortcomings and pitfalls of 
changing conditions. Our forefathers, with the open 
fireplaces in their homes, made up in pure air what 
they lacked in warmth and comfort. Modern dwel.- 
ings have been heralded as the acme of comfort and 
convenience in heating—and so they are, but in many 
instances there has been lacking one thing vital, and 
tliat has been the cause of innumerable cases of head- 
aches, asthma, bronchitis, coughs, and nervous break- 
downs. This essential is the proper quantity of mois- 
ture in the air, and the XXth Century Humidifier 
ii which in the ac- 
companying — illus- 
tration is shown 
attached to the top 
of the casing of a 
XXth Century 
Warm Air Heater, 
has been designed 
to effectively serve 
this purpose. It is 
constructed so that 
the amount of 
moisture evapo- 
rated can be con- 
trolled to suit the 


comfort of the oc- 
XXth Century Warm Air Heater h 
With Humidifier Attached. cupants of the 


home; incidentally by supplying moisture to the air, 
it reduces the amount of fuel required. Full par- 
ticulars, together with information about the XXth 
Century Warm Air Heaters, can be obtained from the 
XXth Century Heating and Ventilating Company, 
Akron, Ohio. 
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CASING LINE, ----~ 








» 


It may take ambition to start a man developing his 
ability, but simple common sense will keep him at it. 








HOT OVERDRAFT HIGHLY DESIRABLE IN 
BURNING SOFT COAL. 


Heat results from a chemical union of oxygen of 
the air with the fuel that is being burned. In sci- 
entific terms, this combination would be called an exo- 
thermic change—one in which heat is given out. To 
derive the greatest amount of heat from certain fuels, 
they must be burned in a special manner, and with 
soft coal, for instance, a hot overdraft is said to be 
very advantageous. Take for example a certain soft 
coal mined in the Middle West: A chemical analysis 
shows that 46 percent is carbon, 44 percent combust- 
ible gases, and the remainder water and ashes. Now 
this 44 percent of combustible gases is capable of pro- 
ducing just as much heat as the carbon, provided it 
does not escape unconsumed. The first effect of heat 
is to convert this volatile part of the coal into a light 
gas. This, of course, tends to hasten out of the heat- 
ing apparatus, but if its passage be somewhat ob- 
structed, as by a return flue, and if a supply of free, 
hot oxygen be passed over the fire and forced to 
mingle with these hydro-carbon gases, as is said to 
be made possible in the overdraft arrangement of the 
Nesbit Overdraft Warm Air Heater, their complete 
combustion may be accomplished, and thus a large 
amount of heat created that otherwise would be lost. 
It thus becomes apparent that in reality every coal 
burning surface is in itself a small gas works, be- 
cause the separation of the hydro-carbon gases from 
the coal is accomplished as surely by the warm air 
heater as by the real gas plant. This analogy em- 
phasizes the advisability of a draft arrangement to 
burn these gases, and this complete combustion, it is 
claimed, is attained in the Nesbit Overdraft Warm 
Air Heater. Full particulars regarding same can be 
obtained from the Standard Furnace and Supply 
Company, 411-413 South roth Street, Omaha, Ne- 
braska. 





SECURES PATENT FOR’ VENTILATING 
DEVICE. 





Under number 1,213,884, United States patent rights 
have been granted to George E. Knowles, New York 
City, Hattie A. Knowles executrix of said Mr. 
Knowles, deceased, for a ventilating device described 
herewith: 


A ventilating device for buildings or the like comprising 
a ring portion adapted to serve as a base and provided with 




















brackets integral with said ring and extending laterally from 
positions adjacent the periphery thereof, each bracket being 
provided with a plurality of steps located at different distances 
from said ring member, a hood portion provided with ribs for 
engaging the steps of said brackets, said hood portion being 
movable into different poSitions in order to cause each of said 
ribs to be shifted from one step to another, and a clamping 
member connected with said ring member and with said hood 
portion for holding the same together. 
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DEFLECTING REGISTER WITH 
REMOVABLE FACE. 


SANITARY 





Having made the subject of sidewall registers their 
special study, the manufacturers of the Walworth De- 
flecting Registers, one style of which is shown here- 





Walworth Defiecting Register. Plain Lattice Design. 


with, have produced a line which aside from being 
highly ornamental and efficient, can be easily kept in 
a sanitary condition. These registers are equipped 
with a removable face, and by turning a button, it is 
said, the entire face and deflecting plate can be quickly 
removed for cleaning. Such a feature alone should 
appeal to every one who objects to the dirt that ac- 
cumulates on anything that is exposed to the continu- 
ous circulation of air, another noteworthy point be- 
ing the convex shape of the face which gives a large 
air opening and ample capacity. According to the 
manufacturers, the register can be fastened exactly 
and securely without the aid of tools of any kind, and 
styles are made for sidewall and baseboard use, fin- 
ished in black or white japan, white or colored por- 
celain enamel, or electroplated. Catalog giving full 
particulars can be obtained from the Walworth Run 
Foundry Company, Cleveland, Ohio. 


oo 


LOYAL TO AMERICAN ARTISAN. 


To AMERICAN ARTISAN: 
We will always be loyal subscribers to your very 
valuable paper. 
B. L. SCHLEMMER. 
Huntington, Indiana, February 2, 1917. 





KNOW YOURTCOST OF DOING BUSINESS. 


Hardware retailers might be surprised if they knew 
how many of the big companies with whom they have 
dealings employ the services of expert accountants ; 
and they might also be surprised to learn how valu- 
able such expert service might be in their own busi- 
ness. A bookkeeper who knows his business is just 
as important for a store as a steam gauge on a boiler. 
The stoker and the engineer might be very proficient 
and still blow the whole works up if they had no 
means of knowing when the pressure was too heavy. 
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PRACTICAL HELPS FOR THE 


TINSMITH 
| 





PATTERNS FOR ROUND ELBOWS AND 
ANGLES. 


BY O. W. KOTHE. 

Every tinsmith must make elbows 
similar to those shown in the sketches 
Many of these workmen who have not taken an in- 
terest in drafting find it necessary to dig into this 
matter. Hence, the showing of elbows, tees, and many 
other similar fittings over and over again. 

As a workman becomes experienced in laying out 


and angles 
herewith. 
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Two Pece ¥&% 


FE.) bow. 


‘ 


4 | 



































Bailie 7 











circle “A”. The workman can take one of the spaces 
from half circle as a trial space and step it off on 
the stretchout line. This often expedites spacing. _ 

Stretchout lines must now be erected from each 
point, and then you can square over lines or points 
from each point in miter line, thus cutting stretchout 
line in pattern having the same number, as 1’-2’-3’, 
etc. Many mechanics pick the lines from “B” with 
dividers and set them over into pattern which gives 
you the same results. A free hand line is then traced 
through each of those points and care must be taken 
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Development of Patterns for Round Elbows and Angles. 


elbows he naturally acquires certain little kinks for 
getting at this work in his own individual way. That 
is why we hear nearly everybody who lays out pat- 
terns say, “that is my method.” However, most el- 
bows must be laid out by the same principle; the idea 
is to find the rise of miter line and determine the 
curve for miter cut, and it does not matter which one 
of 1o1 different ways you go at it as long as your 
pattern is accurate. 

So in Figure 1, we have a square two-piece elbow. 
Now, in the drawing “B” the miter line 1’-7’ is all 
that is needed, and this is drawn on a 45 degree 
angle. The next step is to strike the circle “A” and 
divide half of it into any number of equal spaces. 
From these points erect points until they cut the miter 
line of elevation in points 1’-2’-3’-4’, etc. The next 
step is to mark off the stretchout to suit the diameter 
of pipe or elbow as I-1 in pattern. Then divide the 
line into twice as many spaces as you have in the half 


so there are no hills or hollows in the miter cut, but 
a gradual curve as shown. This gives you the pat- 
tern for two-piece square elbow. 

In Figure 2, we have a three-piece elbow that is 
often used for smoke pipe work. The idea is to first 
draw your right angle and from the center X strike 
the quarter circle a-b to about the sweep you wish 
your elbow to have. Next divide this into four equal 
spaces ; the first space will be your miter line as X-c. 
Now from point “a” square down a line and strike the 
half section “C’’. Divide this half section into equal 
spaces and from each point, erect points into miter 
line. When this is done, lay off the stretchout for 
pattern, and continue with the development as ex- 
plained for Figure 1. m 

The same holds good with angles as in Figure 3. 
We first draw the right angle A-Y-B, then strike the 
Next draw the angle line Y-C to suit 
Next continue with the- 


quarter circle. 
the angle of your elbow. 











establishing of the miter lines, the same as in Figure 
2, and then follow the same course in developing the 
patterns as shown. 
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TRAVELING SALESMEN WILL BE HOSTS AT 
CONVENTION OF MICHIGAN SHEET 
METAL CONTRACTORS. 


The traveling salesmen who call on the Sheet Metal 
Contractors of the State of Michigan are arranging 
to turn out in full force at the approaching conven- 
tion of the Michigan Sheet Metal Contractors’ Asso- 
ciation which will take place at Jackson, Michigan, 
March aist, 22nd and 23rd. It is the intention of the 
salesmen to act as host to the delegates and provide a 
smoker and banquet on one of the evenings of the 
convention week. R. J. Edgerle with W. C. Hopson 
Company, Grand Rapids, is chairman of the Traveling 
Men’s Committee. 





SHEET METAL CONTRACTORS OF COLUMBUS, 
OHIO, ELECT OFFICERS. 


At the Annual Meeting of the Association of Sheet 
Metal Contractors of Columbus, Ohio, the following 
officers were elected for the ensuing year: 

President, H. Blackwood. 

Vice-president, A. E. Munkel. 

Secretary, W. J. Kaiser. 

Myrick. 

Directors, G. E. Snyder, W. N. 
William E. Lamneck. 

The Shaffer Roofing Company was elected to mem- 
bership. 


The committee on overhead expense reported that 


Treasurer, F. 


Blackstone and 


in Columbus overhead expense amounts to 66 2-3 per- 
cent of the productive payroll and that material has 
advanced from 30 to 50 percent. A further investiga- 
tion is being made to be reported later. 
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TRIPLE GENERATION AND RELIGHTING 
FEATURES IN IMPROVED MODEL 
SOLDERING FURNACE. 


During the cold, windy weather which is now paying 
us its annual visit, the sheet metal worker doing out- 
side jobs often has trouble in keeping his soldering 
irons hot. With the use of the Star Number 70 Re- 
lighting Soldering Furnace, pictured herewith, this 

fa difficulty is said to be 
eliminated as the sub- 
generator permits the 
burner to be relighted 
at any time, quickly — 
giving a hot blue 
This feature, 
the manufacturers 
declare, makes the 
soldering furnace 


flame. 





Star Number 70 
Relighting Soldering Furnace. 


practically indispensable for any kind of shop, roof 
It has triple generation which is said 
to burn any grade of gasolene at a great saving, con- 


or repair work. 


suming all fumes and odors. The improved model 
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has a drip cup with something like three times the 
heating surface of the former cup; measures Io incnes 
high and 20 inches long; weighs 14 pounds; and is 
compact and powerful, being easy to carry and hard 
to upset. Attention is called to the fact that All Star 
and Gem Soldering Furnaces can easily be equipped 
with relighting and triple generation castings, making 
them modern in every respect. Full particulars of the 
various types may be obtained by c«ddressing the 
3urgess Soldering Furnace Company, Department A, 
Columbus, Ohio. 





1916 RECORD OUTPUT OF LEAD. 


The United States Geological Survey, Department of 
the Interior, has just published the New Year estimate 
of the production of lead in 1916. In the production 
of lead ore there was a gain of 10 per cent over the 
preceding year, the lead content of ore mined in 1916 
being estimated at 622,000 short tons. Missouri had 
the largest production and also made a gain of over 
Good gains were made by California, 
The pro- 


25,000 tons. 
Idaho, Nevada, Utah, and New Mexico. 
duction of refined lead, desilverized and soft, from 
domestic and foreign ores, was approximately 579,600 
tons, worth at the average New York price $78,826,000, 
as against 550,055 tons, worth $51,705,000 in IQI5. 
The output of antimonial lead was about 21,800 tons, 
worth about $4,283.000. 
made up of 324,000 tons of desilverized lead and 


The domestic production was 


234,200 tons of soft lead, worth in all about $75,915,- 
000, and the production from foreign ores is estimated 
at 21,400 tons. The imports of lead in all forms were 
about 35,800 tons, and the exports were about 117,550 
from do- 


tons, of which 108,200 tons were derived 


mestic ores. The total exports of lead were valued at 
about $15,832,000. 
as it can be calculated, disregarding stocks of domestic 


The consumption of lead, as near 


lead, was 471,200 tons, as against 426,751 tons in 1915. 
The price of lead was nearly 50 per cent higher in 
1916 than during the preceding year, the average of 
spot quotations at New York being 6.8 cents a pound, 
as compared with 4.7 cents in 1915. 
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STRUCTURAL MEMBER PATENTED. 





Kdgar Kk. Day, Wheeling, West Virginia, assignor 
to the Wheeling Corrugating Company, Wheeling, 
West Virginia, has procured United States patent 


rights, under number 1,214,017, for a structural mem- 


ber described in the following : 

A. structural member 
composed of sheet metal 
and consisting of a head, 
a base, and a web con- 





1,214,017 






necting said head and 
said base, said web being 
composed of two at- 
tached members _ dis- 


posed back to back, cach 
web being flexed and re- 
flexed upon itself to 
form a longitudinal plait 
intermediate its head 
and base portions, said 
plaits being disposed in 
abutting relation to the outer faces of said members for rein- 
forcing the latter, said members being in engagement adja- 
cent to said plait and forming a joint in which the points of 
nails driven between said members are yieldingly gripped. 
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NOTES AND QUERIES. 





Transom Lifts. 
From F. L. Trumm, 1110 Linn Street, Boone, Iowa. 
Kindly advise who makes transom lifts. 


Ans.—Payson Manufacturing Company, 2918 West 
Jackson Boulevard, Chicago; and Reading Hardware 
Company, 213 West Lake Street, Chicago. 

Tagger’s Iron. 
rom William W. Durbin, Kenton, Ohio. 

Please tell me who makes pickled, annealed and 
cold rolled tagger’s iron, showcard quality, 38 gauge. 

Ans.—Allegheny Steel Company, Pittsburgh, Penn- 
sylvania; American Sheet and Tin Plate Company, 
Pittsburgh; Berger Manufacturing Company, Canton, 
Ohio; Carnahan Tin Plate and Sheet Company, Can- 
ton, Ohio; Inland Steel Company, First National Bank 
3uilding, Chicago; Stark Rolling Mill Company, Can- 
ton, Ohio, and Wheeling Corrugating Company, 
Wheeling, West Virginia. 

Malleable tron Castings. 
From Joseph Armstrong, Post Office Box 64, Alvo, Nebraska. 


Will you please tell me who makes malleable iron 
castings ? 

Ans.—Chicago Malleable Castings Company, 120th 
and Racine Avenue; [Illinois Malleable Iron Company, 
1801 Diversey Boulevard, and L. Wolff Manufactur- 
ing Company, 601 West Lake Street ; all of Chicago. 

Compressed Sal Ammoniac. 
From H. Welsch Company, 1215 Texas Street, El Paso, 
Texas. 

Please advise who manufactures compressed sal 
ammoniac. 

Ans.—The Grasselli Chemical Company, 2235 Ford 
Avenue, and A. Klipstein and Company, 145 West 
Kinzie Street, both of Chicago. 

Door Closers. 
From A. T. Loftsgaarden, Powell, Wyoming. 

Kindly tell me who will manufacture my patented 
door closer. 

Ans.—Richards-Wilcox Manufacturing Company, 
Aurora, Illinois; Novelty Wire and Iron Works, 4111 
Henderson Street, Chicago, and the Stronach Door 
Check Company, 618 South Canal Street, Chicago. 

Push Faucets. 
From Tarr and Company, 157 North Third Street, Memphis, 
Tennessee. 

Will you advise where I can purchase push faucets 
for water coolers? 

Ans.—Federal-Huber Company, 30 North Michigan 
Avenue, and The Single Faucet and Flush Valve Com- 
pany, 631 West Jackson Boulevard, both of Chicago. 

Cores and Tubes for Automobile Radiators. 
From Barnett’s Tin Shop, 312 West Front Street, Dodge 
City, Kansas. 

Can you tell us where we can buy cores and tubes 
for repairing automobile radiators? . 

Ans.—Auto Radiator Manufacturing Company, 764 
West Van Buren Street; Chicago Manufacturing 
Company, 1464 Michigan Avenue, and Ideal Sheet 
Metal Works, 2807 Michigan Avenue; all of Chicago. 


Cleaning Brass and Copper. 
From F. L. Curfman Manufacturing Company, 112 East Sec- 
ond Street, Maryville, Missouri. 


Please advise how to clean brass and copper. 

Ans.—1. To clean brass: The application of olive 
oil and very fine tripoli, followed by a washing with 
soap and water, is one method of polishing and pre- 
serving the brilliancy. 





Address of Peck, Stow and Wilcox Company. 
From T. E. Powers, 3518 Washington Avenue, St. Louis, 
Missouri. 

Can you give me the address of the Peck, Stow and 
Wilcox Company ? 

Ans.—Cleveland, Ohio. 

2. Rub the surface of the metal with rotten stone 
and sweet oil, the rub off with a piece of cotton flannel, 
and polish with soft leather. A solution of oxalic 
acid rubbed over tarnished brass soon removes the 
tarnish, rendering the metal right. The acid must be 
washed off with water, and the brass rubbed with 
whiting and soft leather. A mixture of muriatic acid 
and alum dissolved in water imparts a golden color to 
brass articles that are steeped in at a few seconds. 

3. The government method prescribed for cleaning 
brass and its use in all the United States arsenals, is 
claimed to be the best in the world. The plan is to 
make a mixture of one part common nitric and one- 
half part sulphuric acid in a stone jar, having also 
ready a pail of fresh water and a box of sawdust. The 
articles to be treated are dipped into the acid, then 
removed into the water, and finally rubbed with the 
sawdust. This immediately changes them to a bril- 
liant color. If the brass has become greasy, it is first 
dipped in a strong solution of potash and soda in 
warm water; this cuts the grease, so that the acid has 
free power to act. 

1. To clean copper, take one ounce of oxalic acid, 
six ounces of rotten stone, one half ounce of gum 
arabic, all in powder, one ounce of sweet oil and a 
sufficient quantity of water to make a paste. Apply 
a small portion and rub dry with a flannel or leather. 

2. Use soft soap and rotten stone, made into a stiff 
paste with water, and dissolved by greatly simmering 
in a water bath. Rub on with a woolen rag, and polish 
with dry whiting and rotten stone. Finish with a 
leather and dry whiting. 


Cahoon Seed Sower. 
From the Biddle Purchasing Company, 208 South La Salle 
Street, Chicago. 


Kindly tell us who makes the “Cahoon” seed sowers. 
Ans.—Goodell Company, Antrim, New Hampshire. 





ITEMS. 





The Donahue Steel Products Company, 122 South 
Michigan Avenue, Chicago, has been incorporated 
with a capital stock of $10,000 by N. Amick, S. E. 
Hurley and M. S. Beakey. 

The Leininger Sheet Metal Company, Akron, Ohio, 
has been incorporated with a capital stock of $20,000 
by Charles F. Leininger, Fred H. Gelhart, Earl C. 
Tobias, Samuel W. Joy and Carl J. Leininger. 

H. G. Bow of the Canton Metal Products Com- 


‘ pany, Canton, Ohio, states that the contracts for the 


erection of the company’s proposed factory buildings 
will be let early in February. Contracts for machinery 
and equipment are being awarded at the present time. 

According to the La Crosse, Wisconsin, Tribune, 
of February second, The Eau Claire Cornice and Ceil- 
ing Company of Eau Claire admitted in the United 
States court here that it was insolvent and was ad- 
judged bankrupt. Assets and labilities have not been 
determined. 
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NEW PATENTS. 
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1,213,827. Double-Bolt Lock. George Blume, Siberia, 
Ind. Filed June 1, 1916. 

1,213,882. Plate and Pan Lifter. 
Scituate, R. I. Filed May 17, 1916. 

1,213,899. Gate-Latch. Francis M. Petty, Maud, Okla., 


Seneca Kettell, North 


assignor of one-half to J. E. Simpson, Maud, Okla. Filed 
June 30, 1916. 
1,213,944. Warm-Air Heater Draft-Regulator. Forrest 


M. Powell, Chicago, IIl., assignor of one-fourth to John P. 
Crangle and one-fourth to Emil Davis, Chicago, Ill. Filed 
Mar. 9, 1916. 

1,213,992. Lock. Fenton Wright, Kansas City, Mo. Orig- 
inal application filed Nov. 27, 1915, Serial No. 63,777. Divided 
and this application filed Feb. 25, 1916. 


1,213,997. Animal-Trap. Miguel de Maria Arrioja, New 
York, N. Y. Filed Jan. 15, 1916. Serial No. 72,192. (CL. 
43—?24,) 

1,214,010. Combined Egg-Beater and Potato-Masher. 


May Conner, Garden Grove, Iowa. Filed Oct. 30, 1916. 
1,214,034. Stropping-Machine. Frederick H. Hoffmann, 
Jersey City, N. J. Filed Mar. 13, 1913. 
1,214,038. Lawn-Sprinkler. John D. 
folk, Conn. Filed Nov. 6, 1916. 


Humphrey, Nor- 


1,214,047. Means for Saving Heat. David R. McGinnis, 
Fresno, Cal. Filed Jan. 17, 1916. 

1,214,060. Mouse-Trap. George Mutz, Pittsburgh, Pa. 
Filed Oct. 4, 1916. 

1,214,071. Latch. Peter A. Rasmus, Paxton, Ill. Filed 
May 18, 1916. , 

1,214,086. Stove. Emmerson N. Shaw, San Francisco, 


Cal., assignor of forty-five one-hundredths to Hamilton S. 
Wallace, San Francisco, Cal. Filed Feb. 19, 1916. 

1,214,100. Gate. Leonard Welker, New Holstein, Wis. 
Filed Feb. 8, 1915. 

1,214,131. Portable Stove. Florence Canterbury, Canter- 
bury, W. Va. Filed Apr. 8, 1916. 

1,214,136. Wire-Stretcher. Joseph G. Clark, Bullard, 
Tex. Filed May 21, 1915. 
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1,214,148. Door-Latch. Samuel H. Ford, Flat Rock, III. 
Filed June 3, 1915. 
1,214,182. Clothes-Drier. Joseph Kramer, New York, N. 


Y. Filed July 18, 1915. 
1,214,186. Soldering-Iron. 
Filed Sept. 4, 1915. 
1,214,200. Lamp-Chimney Attachment. Benjamin F. Mc- 
Franklin, Diamond, Ohio. Filed Nov. 22, 1915. 
1,214,225. Tool-Holder. Melker Willard Schillberg, New 
York, N. Y. Filed Mar. 27, 1916. 
1,214,230. Door-Check. Walter Sheppard, Toledo, Ohio. 
Filed Feb. 16, 1916. 
1,214,263. Door-Hinge. 
Filed Sept. 7, 1916. 
1,214,247. Rinsing 
Robert Gosman, Amagansett, N. Y. 
rial No. 14,069. Renewed Feb. 24, 
1,214,347. Lathe Tool-Holder. 
ken, N. J. Filed Aug. 8, 1916. 
1,214,367. Clothes-Pin Holder. John S. Reesman, High- 
land Park, Ill. Filed Nov. 28, 1914, Serial No. 874,478. Re- 
newed Nov 25, 1916. 
1,214,383. Weed-Cutter. 
Filed Feb. 29, 1916. 
1,214,388. Kitchen Utensil. 
lyn, N. Y. Filed May 24, 1915. 
1,214,389. Garbage-Receptacle. 
Run, Pa. Filed July 21, 1916. 
1,214,395. Jar Opener and Holder. 
Port Carbon, Pa. Filed Apr. 17, 1915. 
1,214,404. Animal-Trap. Albert M. Ahern, St. Louis, 


Robert Kuhn, Detroit, Mich. 


Dale L. Barber, Harlan, Iowa. 
Draining Device for Clothes. 
Filed Mar. 13, 1915, Se- 
1916. 
Rudolph Milecz, 


and 


I {obo- 


Carl G. Siguard, San Jose, Cal. 
Joseph F. Thompson, Brook- 
Furnace 


Stephen Toth, 


George E. Valentine, 


Mo. Filed July 10, 1916. 

1,214,432. Oil-Burner. Edward Craig, Albion, Ill. Filed 
Mar. 13, 1916. 

1,214,446. Fly-Swatter. Clarence L. Ferguson, George- 


town, Mass., assignor of one-half to William P. R. Estes, Jr., 
Haverhill, Mass. 

1,214,448. 
Aug. 22, 1916. 


Filed July 8, 1916. 


Pliers. William Francis, Seattle, Wash. Filed 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








INTERNATIONAL SITUATION INCREASES 
PRESSURE FOR STEEL DELIVERIES; 
NON=FERROUS METALS 
ADVANCE. 


The factors of paramount importance in the iron 
and steel market at the present time are naturally the 
international situation and the continued railroad con- 
gestion. Breaking of diplomatic relations with Ger- 
many has caused increased pressure for delivery of 
some products, especially structural shapes and plates, 
and the railroad situation remains as highly unsteady 
as ever. The demand for steel products for export 
has not been reduced on account of the complications, 
and some new inquiries have been sent out by repre- 
sentatives of foreign governments. 

The developments following Germany’s announce- 
ment of ruthless submarine warfare have also been 
reflected to a considerable degree in the nonferrous 
market, and almost all metals have been advanced. 

One result of the car shortage is noted in the pig 
iron production for January which was the lowest of 
any menth since February, 1916. 

STEEL. 

The speeding of plate deliveries is urged by all 

plants engaged in naval work, and the same is true of 


structural material, of which large tonnages will be 


required by the government. Heavy inquiry for plates 
of all descriptions continues in the Chicago market, 
as in others, even though plates in considerable ton- 
Ship 
builders are seeking to place orders for delivery over 
three years, to the end of 1919, and although such long 
contracts have not been taken, it indicates plainly the 
opinion of consumers as to the continuance of present 
conditions in this product. The nominal quotation on 
plates is 3.94 cents Chicago, with premiums up to 5 
cents for Prompt or slightly deferred delivery. Struc- 
tural shops are receiving unusual demands for fabri- 
cated material and some contracts are being placed 
now to be filled from stocks in the warehouse of fabri- 
cators without recourse to mills. The nominal quota- 
tion remains at 3.44 cents Chicago mill. Steel bars 
continue to be in heavy demand and although the re- 
cent cold spell cut production approximately 20 per- 
cent, conditions are about normal now and the nominal 
quotation remains at 3.19 cents. 
poo 
COPPER. 

The copper market, it is announced, is awaiting the 
result of the break with Germany, and higher prices 
are expected. The undertone is strong and dealers 
who have nearby copper feel that there will be no 
concessions in prices when the buying movement is 


nages cannot be obtained from any makers. 





resumed. Quotations continue largely nominal and 
may be quoted as follows: Electrolytic, Prompt, 
33% to 34% cents; February, 32% cents; March, 32 
cents; April, 3114 cents and May and June 30/4 to 
31 cents. Lake copper is holding nominally at 32 
cents for Prompt and February and 31% cents for 
March. Casting copper is quoted at 29 to 29% cents 
for February and 28 to 29 cents for March. The 
Chicago market ruled strong during the past week 
with Prompt Electrolytic quotable at 3334 to 34% 
cents and Casting at 294 to 30% cents. The ware- 
house price on hot rolled sheet copper remains at 42 
cents. 


TIN. 

Tin commenced climbing immediately after the 
German situation became critical, and at present is 
holding around 56 to 58 cents New York for spot 
shipment, a gain of almost 10 cents. The market can- 
not at present be represented by any definite quota- 
tions since the prices asked by different sellers vary 
widely. In some cases, Spot Straits is held at 60 
cents while in others, asking prices range between 57 
and 58% cents. The situation is, of course, dom- 
inated by the submarine menace, which the trade gen- 
erally believes will result at least to some extent in the 
loss of tin cargoes at sea. Tin in the Chicago market 
is also showing considerable strength and Prompt 
Straits is quoted nominally at 5434 to 55% cents. 
Warehouse prices have shown an unusually large ad- 
vance of 10 cents, the new quotations being 61 cents 
for pig tin and 62 cents for bar tin. 


SOLDER. 

Coincident with the unusual price advances of tin 
and lead, solder prices have made one of the biggest 
advances, 5 cents, the new quotations being as fol- 
lows: XXX Guaranteed, 4 & Y%, 34% cents; Com- 
mercial, 4% & Y%, 32% cents; Number 1 Plumbers’, 
30% cents. 


LEAD. 

The lead market also took a brace during the -week, 
advancing during the first couple of days and holding 
steady ever since. The outside lead market continues 
very strong as the result of the increased scarcity of 
spot metal and some holders are asking up to 9% 
cents, New York, while the outside market generally 
is quotable at 834 to 9% cents. Lead in the East is 
scarce because of the railroad congestion in the Mid- 
dle West which continues to delay shipments. The 
leading interest still retains its nominal price of 8 
cents for Prompt. The Chicago market rules decid- 
edly strong with not much nearby metal’ obtainable, 
outside interests holding firm at 834 to 9% cents. 
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Chicago warehouses have announced an advance of 
Io cents, the new quotation being $9.10 and $9.60 for 
American pig and Bar, all per hundred pounds. 
Sheet lead has been advanced 50 cents, the new quo- 
tations being $10.25 for full coils and $10.50 for cut 
coils. 


TIN PLATE. 

Tin plate books for last half have not as yet been 
opened, and the manufacturers are closely watching 
the market for pig tin, the price of which will more 
than likely advance sharply as a result of the rupture 
in relations with Germany. Although a heavy demand 
exists for tin plate for shipment after July Ist, it is 
expected that books for third and fourth quarter de- 
livery will be opened only when the future situation 
can be more clearly analyzed. While $7.00 per base 
box continues to be the “official” price of the leading 
interest, $7.50 is, however, the minimum on_ the 
market. Scattered sales have been made at $7.50 to 
$8.25 for nearby shipment, and reports continue to be 
made of still higher prices. 


SHEETS. 


Chicago warehouses report a continuation of the 
abnormally strong demand for all grades of steel 
sheets. Number 10 gauge blue annealed sheets have 
again been advanced and are now quoted at 5 cents. 
Galvanized sheets are unchanged at 7.25 cents and 
number 28 gauge black sheets at 5.15 cents. Produc- 
tion continues to be curtailed by the slow deliveries of 
steel bars, shortages of fuel, gas and labor, and other 
factors; and this, coupled with the extremely strong 
demand, is resulting in warehouses running short of 
the most popular sizes and gauges, so that still higher 
prices are looked for. The international crisis, makers 
say, will have no repressive effect on the market, and 
prices will easily be firmly maintained at prevailing 
levels. 


OLD METALS. 

In the Chicago market, iron and steel scrap seem to 
be marking time, with consumers taking only what 
they need and using most from their reserves. In 
view of the present uncertainty no one desires to add 
to his holdings, but there is a decidedly strong under- 
tone, and it is generally believed that a buying move- 
ment of large proportions will start sometime before 
the first of the month. Scrap metals are considerably 
firmer and more active, with values higher. Whole- 
sale dealers’ buying quotations are as follows: Old 
steel axles, $34.50 to $35.00; old iron axles, $34.50 to 
$35.00; steel springs, $23.50 to $24.50; Number 1 
wrought iron, $23.00 to $24.00; Number 1 cast iron, 
$14.75 to $15.25, allnet tons. Prices for nonferrous 
metals are as follows per pound: Light copper, 23 
cents; light brass, 13% cents; lead, 634 cents; zinc 
Scrap, 634 cents; aluminum, 23 cents. 


SPELTER. 
The spelter market is holding its own and is ruling 
fairly steady, the strong tone being due in a great 
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measure to the diminishment of zinc ore output. Some 
activity was in evidence by interests who think spelter 
a good buy at present levels. The New York market 
is quoted at 10.42 to 10.6714) cents for prompt ship- 
ment; February 10% cents; March Io cents and sec- 
ond quarter 9% cents, all East St. Louis. Brass spe- 
cial for prompt shipment is held at 11% cents St. 
Louis. The Chicago market on Spelter also rules 
steady with spot held at 10.25 to 10.50 cents, and 
warehouse prices on spelter in slabs remains at 11%4 
cents. 


PIG IRON. 


In the Chicago market, Southern pig iron appears 
to be more active than Northern although neither is 
showing much life. The Malleable inquiry and sales 
of a short time ago did not last and the buying move- 
ment expected by some observers failed to materialize. 
Some demand is noted for small tonnages for 
prompt shipment but second half iron lags. Southern 
iron for spot delivery is in brisk demand, and brokers 
with iron bought last fall being delivered now, are 
placing the shipments as fast as they arrive. Northern 
Number 2 Foundry, Bessemer and Malleable grades 
remain firm at $30.00 to $32.00 furnace. In the Pitts- 
burgh district, the breaking of diplomatic relations 
with Germany has strengthened the market. Domestic 
activity, it is believed, will be augmented by the de- 
mand for iron for the manufacture of munitions in 
this country, and indications are that exports will soon 
be on an even greater scale. Bessemer and Basic iron 
are being held at $35.00 to $30.00 respectively, and 
several dealers are now asking $35.00 Valley for 
both Foundry and Malleable grades for future ship- 
ment. Prices are firmly held within the ranges quoted 
and no important sales have been reported in any 


‘ grade. 


Rogers, Brown & Company's Market Report, Cin- 
cinnati, Ohio, February 9, 1917: 


The international crisis does not appear to have affected 
the iron or steel industry, and it is notable that the recently 
renewed activity continues. During the next immediate future 
at least, Germany’s blockade will add little new in the export 
trade, because of the fact that for some time « has heen 
practically impossible to get iron or steel away from the 
furnaces, and mills, because of the railroad congestion in 
this country, and even after this has been accomplished, it 
has been difficult to surmise when the cars would reach the 
docks, the yards at shipping ports being tightly clogged 

The consumers of the pig iron seem to have reached the 
conclusion that regardless of the outcome of our breaking 
off negotiations with Germany, they will have plenty of busi- 
ness at good prices and are going right ahead constructively. 
There has been a very satisfactory demand for iron to be 
shipt promptly, during the first half and entire year, and 
real strength is being shown in practically every district with 
some price advances. In the Pittsburgh District No. 2 Foun 
dry iron is being sold at $35.00 Valley. One large producer in 
the Virginia District has withdrawn from the market for the 
entire year, while another has advanced prices on all grades 
)0c per ton. 

Further strength is added to the buying because of the 
difficulty blast furnacemen are experiencing in maintaining 
their production at the recent record rates. The average 
daily output in January was the lowest since November, 1914, 
and the demand is, if anything, larger than ever. 

Whenever shipping is disturbed, renewed interest is im- 
mediately taken in Ferromanganese and Siegeleisen, and dur- 
ing the past week these commodities have been in demand 
at advancing prices. In spite of production in this country 
being on the increase, the fact remains that the price is gov- 
erned largely by the figures prevailing on the English ma- 
terial. 
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Current Hardware and Metal Prices. 
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